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The VOICE of the TRADE 


E. L. McKendrew, 
president of the New York Hide 
Exchange, Inc., says: 

“Inflation naturally throws the 
searchlight of public interest on 


all commodities. As the sensitive- 
ness of hide prices has been gen- 


0 


erally recognized, the latest sta- 
tistical report of the New York 
Hide Exchange is of more than 
passing interest at this time. 

“The statistical picture on hides 
and leather is quite different from 
that of most other commodities. 
Unlike our primary agricultural 
products where the maintenance 
of production in the face of de- 
clining consumption has created 
surplus stocks, there appears to be 
no burdensome surplus of either 
hides or leather. This was prin- 
cipally brought about by the fact 
that hides are a by-product and 
during a subnormal period with 
its decline in meat consumption, 
there is a falling off in cattle kill 
and a corresponding decline in the 
production of hides, regardless of 
the leather requirements.” 

While the total leather con- 
sumption has shown a decline of 
8Y4 per cent during the first two 
months of this year, as compared 
with the same period in 1932, it 
has held up exceedingly well in 
the shoe industry, which consumes 
approximately 85 per cent of all 
cattle hide leather. Shoe produc- 








tion for the first two months of 
1933 was 3.8 per cent ahead of 
the similar period of 1932. 

A continued reduction in the 
visible supply of hides and leather 
in the United States has taken 
place since November, 1930, when 
stocks totaled 16,553,000 hides 
against 14,983,000 at the end of 
February, 1933, these being the 
lowest reported stocks since Sep- 
tember, 1929, when hides were 
selling at 17c., against the present 
level of 6'%4c. 


* *#K xX 


Fred Herold, 


erstwhile Fresno, Cal., retail shoe 
merchant but now world traveler, 
stopped off in the Big Town long 
enough to tell how he was able to 
retire so young. “Having what 
the people want at the price they 
want to pay and seeing that none 
go away dissatisfied—harmony 
being the support of most institu- 
tions—” was his main theme. 


w WitH 
YO ME MATICS 


TAT 


Settling complaints is one way 
of making or breaking customers. 
This is a typical Herold argument 
to a man who has worn a pair of 
shoes six months and is back 
kicking. 

“Six months’ wear!! That’s 180 
days, and I suppose you wear your 
shoes an average of 15 hours a 
day, most men do. We have a 
total of 2700 hours that you have 








worn those shoes. You paid $7.00 
for them, so the cost per hour is 
just about a fifth of a cent. One- 
fifth of a cent per hour. 

“Suppose you had gone to 
movies for those same 2700 hours 
and paid 50c. admission. The 
usual show runs 2 hours, so the 
cost of this entertainment would 
have been $675.00. What chance 
of going to the box office and get- 
ting your money back after see- 
ing a bum show?” 


* * * 





a, 


IY it tn 4, 


Samuel W. Strickman 


of Gimbel Bros., New York, says: 
“More and more the type of ad- 
vertising known as a ‘quickie’ is 
becoming the outstanding result- 
producing kind of advertising. Of 
course these ‘quickies’ form no 
part of an original long-time plan. 
They are like your front page that 
certainly cannot be planned much 
in advance. 

“*Quickies’ consist of two 
types of advertisements. One is 
the close-out at the end of the sea- 
son, or the quickly contracted un- 
expected purchase. In order to 
promote these we must choose a 
medium quickly, often depending 
upon our preconceived notions of 
which is the right paper. 

“The second type of ‘quickies’ 
advertising is the promotion of a 
single style. It may be coats, 
















































































dresses, millinery, shoes or some 
single gadget, but it must have 
one theme song running through 
it. 

“It has not been unusual to see 
a department double or triple its 
figures on the strength of one 
‘quickie’ thought out with care and 
ingenuity.” 


* na * 
Walter B. Hertz, 


United States Trade Commis- 
sioner at London, reports: 

“The shoe trade of the United 
Kingdom experienced a very grat- 
ifying change in the general out- 
look among buyers. Mere price 
was no longer so dominating a 
factor as in the past. Further- 
more, the Spring trade has now 
begun to manifest itself in the de- 
mand for light colored shoes, and 
favorable headway was made. 
Practically all centers showed in- 
creased activity and distinct feel- 
ings of optimism. The Easter 
trade has revived operations, so 
that business began to emerge 
from its past dullness. A very 
popular vogue in sandals is ex- 
pected. The quantities ordered 
have been considerably larger 
than previously, so that the pres- 
ent indications are promising.” 


aK * * 


A new concern, 
the Child Life Shoe Manufactur- 
ing Company, 


incorporated the 





first of this year, reports: “Al- 
though starting from scratch, we 
are now running our factory at 
full production.” 

The factory is located at Cedar 
Grove, Wis., and an in-stock de- 
partment is maintained in the 
main office in Milwaukee. Their 
line consists of Goodyear welts in 
sizes for infants, children and 
misses-—sold under the name of 
“Child Life”’—with the growing 
girls’ sizes labeled “College 
Chums.” The shoes are manufac- 
tured on the Brouwer Research 
Lasts. For the Spring and Sum- 
mer season, a two-tone blue cata- 
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ABOUT SHOES 


—The automobile replaced the horse- 
drawn vehicle. 

—It’s possible to imagine something taking 
the place of the automobile. 

—Electricity replaced the oil lamp. 

—lIt’s possible to imagine something taking 
the place of electricity. 

—But shoes didn't take the place of any- 
thing; and it isn’t conceivable that any- 
thing will ever take the place of shoes. 

—Shoes have been, are, and always will 


e. 
—A few control levers on price and produc- 


tion put into effect right now would 
make the shoe business just about ideal. 


pe ey 


President. 








log has been issued, indicating the 
size, scope and purpose of the line. 


* * * 
Mac Tannen, 


manager of the Fink Shoe Com- 
pany, Inc., in Brooklyn, N. Y., 
says: 

“We bear in mind that the cus- 
tomer who is wearing a cheaper 
shoe and expects to buy one at 
the same price must first be con- 
vinced that without a doubt she 
is getting more for her money if 
we expect to sell her one at a 
higher price. 

“By all means do we avoid 
forceful selling, but we study our 
customer and try to use the most 
effective means of making her see 
our point without insulting her in- 
telligence. In fact, we make her 
feel that her judgment is as good 
as ours, but we try to convince 
her that being thoroughly familiar 
with the good qualities of our 
product, and having a thorough 
knowledge of fitting, we should be 
the best judge as to what would 
be most suitable in her particular 
case. 

“By using these methods we 
have been able to show that 80 
per cent of our average daily sales 
are for the highest price goods, 
which we are sure will eventually 
bring us a good return.” 
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The Middle Atlantic 


Shoe Retailers Association, ad- 
dressing Governor Pinchot of 
Pennsylvania, says: 

“There is pending legislation 
for the establishment of commis- 
saries for the distribution of re- 
lief to the unemployed. Shoe mer- 
chants in Pennsylvania have no 
objection to shoes being bought 
directly from the manufacturers 
by State Departments, but we feel 
that the distribution could be more 
practically and economically done 
by the retail merchants of the 
State of Pennsylvania, with a 
small allowance of approximately 
10 per cent for this service. 

“In dealing with footwear, it is 
particularly essential that they be 
fitted correctly, because the fitting 
of shoes has a tremendous bear- 
ing on the physical condition of 
the coming generation. They 
should not be just foot covering, 
but should be properly fitted foot- 
wear. 

“Retailers for the distribution 
of charity merchandise could very 
well be selected for their responsi- 
bilities through their trade asso- 
ciation affiliations, and thus you 
would have an automatic distri- 
bution that would be efficient, de- 
pendable and reliable, and of the 
greatest service to the poor at no 
added expense.” 








Fer getting 
shoe from the hoof to the foot 
more labor is required than ever 
—if the thing is to be done well. 
The remark, bearing on the famil- 
iar struggle of Man vs. Machine, 
is prompted by a bulletin of about 
20,000 words from “The Commit- 
tee of the Nation to Rebuild 
Prices and Purchasing Power.” 
As for shoes, this bulletin sets 
forth: 

“Statements are commonly made 
of the spectacular increase in the 
output of shoes per worker in the 
shoe factory. These are mislead- 


ing. 
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“The labor on a pair of shoes 
includes a part of the time of per- 
sons growing cattling, and hand- 
ling, marketing and selling hides, 
and labor involved in the tanning 
and marketing of leather and all 
other material used in shoes. 

“Back of these is the mining of 
coal, the building and maintenance 
of companies that provide the 
power, the invention, manufac- 
ture and maintenance of shoe ma- 
chinery, the modeling of lasts and 
the designing of patterns, the pro- 
duction of chemicals to be used in 
the manufacture of leather and 
also finishes for shoes. There are 
boxes, too, and also the sale of the 
shoes—which calls for the labor 
of traveling salesmen. So endless 
items of labor in the production of 
footwear. 

“Then there’s also the labor of 
distributing shoes. Stores must be 
built and equipped and serviced, 
and printers’ ink used for adver- 
tising the shoes. Clerks must fit 
shoes to feet, and do up bundles, 
and enter on the books items of 
cash or charge sales, and also keep 
account of stock, etc. As for the 
fitting of shoes, it takes more la- 
bor than ever before. That’s be- 
cause style and comfort call for 
the exercise of greater skill and 
care in fitting the shoes to the 


foot. More sizes and widths, as 
well as more styles must be 
handled. 


“It is not likely that any sudden 
decrease in labor has occurred in 
the complete process of getting a 
shoe from the hoof on the farm to 
the foot on the sidewalk. In fact, 
the more complicated industry, or 
life, the more labor it requires.” 


* 


die Schrader 
joined the hosiery division of I. 
Miller & Sons, Inc., Long Island 
City, in the capacity of sales man- 
ager. He will work with Irving 
Miller in the distribution of qual- 
ity and style hosiery, both to the 
|. Miller units and to the trade. 
The hosiery is fashioned at the 
Fox Chase Knitting Mills plant in 
Philadelphia, a subsidiary of I. 
Miller & Sons, Inc. 

Mr. Schrader has had wide ex- 
perience and an excellent record 


combining THE SHOE RETAILER, April 29, 1933 





in the hosiery field, so he is thor- 
oughly sympathetic with the re- 
tailing problem of its merchandis- 


ing and promotion. 
* * * 


W. O. Bentley, 


vice-president of the Kistler 
Leather Company of Boston, 
Mass., says: 

“We believe that one of the ba- 
sic elements of satisfactory shoe- 
making and profitable merchan- 
dising has escaped the attention of 
many in the distributing trade and 
that the interests of the shoe busi- 
ness as a whole can be materially 
advanced by a broad understand- 
ing of what constitutes desirable 
sole leather. :\ recent promotion 
in the business press impressively 
featured the various parts of a 
whole side of leather. The manu- 
facturing trade will be offered co- 
operation in merchandising dress, 
sport and heavy duty shoes carry- 
ing Bench Brand soles, while the 
retail trade will be offered sugges- 
tions for making the utmost of 
the potential opportunities ever 
present in the sale of quality foot- 
wear.” 

* ok 


Rinstopene 
of the United Shoe Machinery 
Corporation held their second An- 
nual Concert and Dance in the 
ballroom of the Hotel Bradford at 
Boston, April 21. The music was 
furnished by the U.S.M.C. Bos- 
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ton Office Orchestra and this or- 
ganization, now in its third year, 
was accorded an enthusiastic re- 
ception. 

Over 2000 persons were pres- 
ent, including representatives and 
friends from not only the Home 
Office, but from the nearby 
branches in Brockton, Lynn, Wor- 
cester, Haverhill and a large dele- 
gation from the Beverly plant. 

The orchestra comprises a 
group of 33 U.S.M.C. musicians 
and presented a concert program 
which included numbers of both 
popular and semi-classical charac- 
ter. 


4d 

p edal anthropometry,” 
a new trade term, is used by these 
last makers who say that the sci- 
ence of measuring feet is a pro- 
fession, and so being, should 
speak in technical phrases. “Pedal 
anthropometrist” is the title by 
which these men of science speak 
of themselves. And they are mak- 
ing some most interesting discov- 
eries in this science of measuring 
feet, these measurements being 
supplemented by measurements of 
shoes to fit feet. They call them- 
“pedal anthropometrists,” 
much as those who deal with the 
science of vision speak of them- 
selves as optometrists—or as hat- 
ters, who deal with the measure- 
ments of the head describe them- 
selves as craniometrists. 


selves 





“Talk about repeat orders, Tom! That's the fourth oxford tonight.” 
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“Change for Better’’ Is Probable 


Washington Leadership Affects World-Wide Posi- 
tion of Dollar and Halts Further Deflation at Home 


The low spot in the export 
of leather footwear was the month of March, 1933, 
where the total exports to all the world represented 
less than the sale of shoes in one store in New York 
City. Here are the actual figures: 


Pairs Value 
Boots and Shoes: 
ee ey 19,159 $36,831 
Oo SE ee eee ree 40,434 66,850 
EPS te a nos tutes a auths Velie ce 11,113 10,582 
CT Ee Oe he 5 Sp ee ee 5,165 2,938 
Athletic shoes, sandals, leggings, over- 
gaiters, puttees, and other leather 


ey a cy Rl a 586 652 
This condition will be corrected through going off 
the gold standard providing manufacturers in Amer- 
ica show an interest and willingness to go after for- 
eign trade. Possibilities of footwear demand in China, 
alone, which is now enjoying a boom, should be suf- 
ficient to double the figures in dollar value if the 
manufacturers would go to the Orient for the trade. 
ie t. 


Seventy-five per cent of the banks in the United 
States, with 25 per cent of the total deposits, do not 
belong to the Federal Reserve System. Branch bank- 
ing under F. R. S. is therefore a possibility in the 
near future, with an elimination of small and inef- 
ficient banking businesses. Perhaps we are to see an 
adequate central control of the volume of finance, as 
distinct from commercial and industrial credit. 


How the Gold Embargo Should Affect Shoe Men 


TO THE MERCHANT DEBTOR: Greater ease in paying debts and 
bills, an increase in his equity values, especially if he has 
investments in stocks. Debts generally should become less 
burdensome. 


TO THE CREDITOR MANUFACTURER: Greater assurance of the 
safety of his principal, money owed him, interest, etc. How- 
ever, the buying power of his dollar will be reduced. 


TO THE EMPLOYER: Higher prices for commodities and materials 
he buys, but also better prices for the things he sells, and 
increase in the value of the materials he has on hand, expanded 
operations and generally stimulated business. 


TO THE SALARIED MAN: Higher costs for things he buys, but 
better assurance of his job, though only a dim prospect of 
early salary increases. The latter will have to await absorption 
in business of the large number of unemployed. 


TO THE MAN WITH A SAVINGS ACCOUNT: Lower buying 
power for his dollar savings, but assurance that investments of 
his bank will gain in basic strength. 


TO THE MAN WHO IS OUT OF A JOB: Little immediately, but 
presently improved chances for getting a job, as money begins. 
to circulate and people begin buying things as they will with 
the buying power of the dollar declining. 


The principal immediate effect of the announcement, together with: 
the tendencies toward inflation to which it gives rise, should be to 
stimulate higher prices for all goods. 


Going off the gold standard has put us on a better international 
trade basis with those countries of the world that are now on a: 
depreciated currency basis; and gives us a decided advantage over 
those few countries now on a gold standard—(France, Switzerland). 








Important conferences with Premier MacDonald 
and ex-Premier Herriot will do much to reestablish. 
[TURN TO PAGE 32, PLEASE], 
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Semi-Annual 
N. S. R. A. Style Meetings 
and 
Leather Show by Tanners’ Council 
Hotel Astor, New York 
May 8 and 9 


THE LEATHER SHOW: 
Grand Ballroom, Hotel Astor, both days. 


N. S. R. A. STYLE MEETINGS: May 8, Hotel Astor, 
10 A. M. All Meetings on Eighth Floor. Women’s 
Committee, College Room. Men’s Committee, 
Room “A.” Juvenile Committee, Room “B.” 
“Volume” Committee, Room “C.” 


* * *” 


JOINT CONFERENCE TRADE MEETING 


10 A.M. May 9, Hotel Astor, New Ballroom, Tenth 
Floor. Under Direction of General Chairman, 
}. Gordon McNeil, of Boston. 


Opening of Conference and Introductory 
eS J. Gordon McNeil, Chairman 


“What the Conference Stands for’’....A. H. Geuting 
Philadelphia, President, National Shoe 
Retailers Association. 


“The ‘New Deal’ in Men’s Shoes and Clothing.” 
W. H. Weintraub, “Apparel Arts.” 


“Style Development for Fall and Winter.” 
Miss Margaret Case, Fashion Editor of “Vogue.” 


“Setting Standards, as Well as Style, for Industry.” 
Arthur D. Anderson, Editor, “Boot and Shoe 
Recorder.” 


“Color and Art as a Selling Point.” 
Miss Grace Cornell, Metropolitan Museum of Fine 
Arts. 


“The Way of Commerce and Industry.” 
Paul M. Mazur, Vice-President, Lehman Bros., 
bankers, New York. 


Adjournment for Joint Conference Luncheon. 


* 


Conference Re- 


2 P. M., New Ballroom, Hotel Astor. 
assembles. 





A “New Deal” for Fall Fashion 


| 
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A forward look into the future for colors, materials and 
types of shoes salable next Fall and Winter. First of 
the industries to coordinate its programs for coming 


prosperity. 


— developments in business 
life recently, which are a direct outgrowth of national and in- 
ternational affairs, presage a “new deal” that will require care- 
ful planning for the future, and in particular to conditions in 
the shoe and leather industry with respect to the Fall and Win- 
ter seasons. 

That there will be a ‘new deal,” seasonal and otherwise, can 
be taken for granted. How the trade will adjust itself to the 
“new deal” will be one of the major matters that will be con- 
sidered at the semi-annual meetings of the N.S.R.A. Style 
Committees, held in conjunction with the seasonal showing of 
leathers under the auspices of the Tanners’ Council. 

This joint gathering of the industry will be held at the Hotel 
Astor, New York, on Monday, May 8, and Tuesday, May 9. 
The leather show has become a feature of great interest to 
manufacturers in all sections of the country, no less than to 
forward-looking retailers, and each seasonal show attracts 
larger and larger numbers of members of these two branches 
of the industry. : 

At the show the members of the Tanners’ Council make the 
initial display of their new lines for Fall and Winter shoes, 
with special emphasis given to the new colors in calf and kid 
for classic staple shoes and those for so-called “high style” 
footwear. The show brings together the leading tanners of 
American upper leather, where opportunity is given for a group 
display under ideal conditions, thus making it remarkably easy 
for manufacturers and retailers in a short time to see all the 
leading lines spread for their inspection. 

It is recognized that color is more and more becoming a 
dominant factor in shoes, so what is more appropriate as a 
service to the industry than these semi-annual leather shows, 
combined with the style meetings of the N.S.R.A.? They 
afford a common meeting ground for the entire trade to as- 
semble and exchange ideas and by observation and discussion 
lay the foundation on which to build their new season's busi- 
ness. 

The style committee meetings, held at the Hotel Astor on 
the same two days of the leather show, forms a happy combi- 
nation for all. By this arrangement the interest of manufac- 
turer and retailer is focused on a given place and at a time 
when they want to be sure of making a right start in planning 
for the seasons just ahead, 

As in past seasons, the style committees will meet at 10 a. m., 
in rooms reserved for that purpose on the eighth floor of the 
Astor. These committees will function under capable mer- 
chants, whose standing is everywhere recognized. Leading 
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J. GORDON McNEIL 


Successful industrial planning means co- 
operative planning—many intelligent minds 
at work together on the same problem—a 





free and frank sharing of experience and 
opinion. 

| know of no better place to put this 
principle to work than at the Joint Styles 
Conference to be held in New York City 
on May 8 and 9. 

| know of no better thing we can do than 
to sit down and map out a style program 
which spells stability because it is the 
unanimous verdict of an industry. 


J. GORDON McNEIL, 
Chairman. 


The “new deal,” as exemplified by Presi- 
dent Roosevelt’s program now being un- 
folded at Washington, will have a far- 
reaching effect in bringing about a “new 
deal” in business if all his plans are approved 
by Congress. 

Our trade can be prepared for a “new 
deal” in business this coming Fall and Win- 
ter by their presence at the joint gathering 
of the industry at the Hotel Astor, New 
York, May 8 and 9, when the tanners will 
make their initial showing of new colors 
and leathers in conjunction with the semi- 
annual meetings of the styles committees of 
the N.S. R. A. 


JAMES H. STONE, 
Manager, N.S.R.A. 
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stylists from the leather trade, the silk and woolen industries, 
and others from the leading fashion magazines, will be pres- 
ent to give expression to their ideas on style trend and develop- 
ment for Fall and Winter. Special consideration will be given 
this season to lasts, heels and patterns. When the whole field 
of style development has been surveyed, the committees will 
formulate their programs, which will be printed and passed 
upon after the joint conference meeting luncheon on Tuesday, 
May 9. 

The general direction of the meetings will be under the 
supervision of J. Gordon McNeil, of Thayer-McNeil Co., well 
known Boston retailers. Mr. McNeil thus continues as the 
general chairman of this important style work in behalf of the 
N.S.R.A. In addition, he will preside as chairman of the 
women’s meeting on May 8. 

The men’s meeting will be conducted by Chairman George 
N. Geuting, of Philadelphia, assisted by Jesse Adler, of the 
Adler Shoe Company, New York. 

The Juvenile Committee will be directed by Clyde K. Taylor, 
of R. H. Fyfe & Co., Detroit, assisted by Maurice J. Yoskin, 
of Geuting’s, Philadelphia, and the “Volume” Committee will 
function with L. A. Shea, of the Melville Corp., New York, 
as chairman, acting for the retailers, assisted by Ed Hyde, of 
the Pontiac Shoe Co., Pontiac, Ill., acting for the manufac- 
turers, and Elkan R. Myers, of D. Myers & Sons, Baltimore, 
Md., representing the National Association of Shoe Whole- 
salers. 

M. E. Tobias, of Pincus & Tobias, Brooklyn, N. Y., as 
chairman of the Styles Committee, acting for the National 
Shoe Travelers’ Association, will be present to aid all of the 
committees in their deliberations. 


Rach succeeding season witnesses 
a steady increase in numbers of retailers attracted to these 
meetings, and also to the leather show. More and more of 
them are realizing that these joint gatherings, provide a central 
clearing house where they may obtain much advance informa- 
tion of special and peculiar value which enables them to get an 
early conception of just how the trade is shaping its plans for 
a new season. It is anticipated that the attendance of retailers 
will exceed the remarkably large number who were present last 
Fall. 

Following the meetings and leather show on May 8, will be 
held the Joint Conference meeting in the new ballroom of the 
Astor, starting at 10 a. m. An unusually interesting and con- 
structive program has been arranged for this meeting. 

The joint program meeting has become so well established 
that each succeeding season witnesses the ballroom filled with 
representative merchants, retailers, stylists, executives and 
merchandise men from the retail field, as well as by many 
representatives of the silk, woolen and garment trades. 

The morning meeting of the conference will adjourn about 
one o'clock for luncheon. The conference luncheon will be 
held on the same floor as the meeting place in the morning 
and all members of the trade are invited to attend. Following 

[TURN TO PAGE 46, PLEASE] 
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This card game figure of speech 
isn’t so bad when you think it through. Playing shoe 
fashion has much in common with playing bridge. It’s 
a partnership game in the first place, with costume 
fashion sitting across the table and the strength of 
the shoe man’s play depends upon how he fits in with 
the general trends in the clothes. 

What are some of these trends in costume fashions 
for Fall? 

As the season progresses we will get the same old 
division of costume types into formal and tailored. 
But the balance of power between the two is a little 
different this year. There is a distinct reaction 
against last winter’s fussy Victorian fashions. Tai- 
lored clothes are in the lead. There will be many more 
of them this year than is usual in a Fall-Winter season. 

More unfurred coats and swagger suits. Even 
formal clothes will have a tailored flavor, a freer, more 
casual line. The basic silhouette this year, you see, is 
masculine—broad in the shoulders slim in the hips, 
even though its detail may soften that masculinity. 
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Skirts will be straight and simple. Heavier fabrics 
that tailor well and hang in straighter folds are the 
story today. 


Shoes will reflect this silhouette 
in stronger treatment of pattern and bolder, more tai- 
lored trimmings. Simpler shoe patterns will call for 
surface treatment of leathers to give them novelty. 
Stitching, tucking, cording, perforations in new forms 
will all be used to give a new interest to shoes. 


Enter the Oxford 


This tailored mood of fashion, with its broad 
shoulders and high-cut necklines, emphasizes the ox- 
ford and high cut shoes in general. High style models 
will go to extreme heights—to eight eyelets or eight 
buttons. But this oxford height is best cut lower on 
the sides to clear the ankle bone and to lighten the 
ankle line. 

The importance of combination effects (our old 
friend the 60/40) serves to break up the surface of 
the foot and to modify the severity of the high riding 
line. In our cards, as you see, we’ve called the 60/40 
shoe the ace of all shoe styles. It will reach its peak 
this season. 

But note this very important point about 60/40 
shoes. As we get into the Fall season of darker 
colors the accent will be upon the combination of two 
leathers rather than upon two contrasting colors. In 
other words, we can expect to see black patent leather 
combined with black suede or brown kid and suede. 
This one color combination idea will be more practical 
than brown and beige combined. For high style shoes, 
however, there will continue to be an interest in color 
combinations as well as leather combinations. Middle 
tones of grey, for instance, combined with black. 
Faun brown and taupe brown. Have you seen the 
new Harper's Bazaar? Note in their May issue how 
the Paris bootmakers are using the idea and how 
Hellstern in particular is combining flannel with 
leather in combination shoes. 

The Theo tie has been coming up for several 


19 


What's in 


the Cards 
for Fall? 


Here Are the Thirteen Tricks 
to Play a Winning Fashion Game 


months. This Fall we expect to see it an important 
feature. We expect the low riding Theo tie to be to 
this Fall what the one eyelet tie pump was to this 
Spring. The open throat effect is a becoming line, 
an effective compromise with extreme type in an ox- 
ford. The new Thoe ties (with smaller bows than we 
usually associate with them) is a generally wearable, 
semi-tailored shoe that fits many costumes, many occa- 
sions and many customers. So watch its development 
for this Fall. 

In both oxfords and Theo ties, lacings are impor- 
tant. Cord lacings for tailored shoes. Ribbon lacings 
for others. Novelty ends for both. Watch the quality 
of your ribbons in laces. Our Spring experience has 
taught us that cheap, brittle ribbons have annoyed 
many women customers this past season. And while 
we are on this subject, it is important to deliver your 
ribbon tie shoes all ready laced to the store, to simplify 
things for the customer and the shoe fitter. 


Little niceties in shoemaking 
will do much to distinguish shoes this season. The 
fine oxfords that smart women have bought at custom 
bootmakers for years are the inspiration for many of 
our best tailored shoes. Watch the round toed custom 
last (not too round toed). Watch the silhouette of 
custom heels—straight, smart, very individual. Watch 
the interesting use of classic perforations and pink- 
ings taken from fine English shoes. It is quite pos- 
sible to make an oxford—the same old oxford—look 
completely new and distinguished. 


New Details 

Another design inspiration for shoes—particularly 
for Theo ties and pumps—are the clothes we see 
worn today. Not in many years has there been so 
much really original detail in clothes. This is very 
largely due, we think, to the inventiveness of 
Schiaparelli, whose “fin” shoulders and other bright 
ideas dominate the style picture. The shoe designer 
[TURN TO PAGE 55, PLEASE] 











































































EXHIBITORS 
AT THE 


LEATHER SHOW 


Booth No. 
Adams Buckskin Company .................... 6 
Allied Kid Co. 
EE OTE OPO Te 26 
McNeely & Quaker City Divisions............ 35 
Amalgamated Leather Cos...................... 33 
EI orks ccs ore Sls Ae os 19 
American Hide & Leather Company............. 4 
Armour Leather Company ..................... 2 
| nae 12 
re 32 
NS re 22 
Bayer-Robertson Leather Corp.................. 18 
EO ae 15 
BS, pf ed ee ee W 
Dimond Kid Company, Inc...................... 13 
Dungan, Hood & Company .................... 31 
John R. Evans & Company...................... 38 
Eagle-Ottawa Leather Company ................ 41 
Robert H. Foerderer, Inc...................... 3 
A, ©, Geen & Sons Corp... . oo. cc cccccc sees 7 
Goniprow Kid Company ...... ............... - 
Griess-Pfleger Tanning Company ............... 24 
Henry Halle Tanning Company ................. 9 
L. H. Hamel Leather Company................. 28 
E. Hubschman & Sons; lnc..................... 37 
Hunt-Rankin Leather Company ................. 8 
C. D. Kepner Leather Company................. 20 
A. C. Lawrence Leather Co. .................. 14 
G. Levor & Company, Inc...................... 36 
Mitchell & Peirson, Inc........................ 23 
McNeely & Price Company.... ............... 35 
R. Neumann & Company ...................... 34 
New Castle Leather Company.................. 17 
Northwestern Leather Company, Trust........... 39 
The Ohio Leather Company ................... 16 
Seton Leather Company ...................... 40 
Fred Rueping Leather Company................ 27 
ar oi5 rch sf hk NS aicle bee's eu 29 
Surpass Leather Company ..................... 1 
Thayer-Foss Company ........................ 30 
Albert Trostel & Sons Company................. 10 
Richard Young Company ...................... 21 
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Tanners to Show 


Fall Leathers 


Bie semi-annual joint style gathering 
of the industry, with the leather openings, will be held at the 
Hotel Astor, New York, on Monday, May 8, and Tuesday, 
May 9. The leather show has become a feature of great inter- 
est to manufacturers in all sections of the country, no less than 
to forward-looking retailers, and each seasonal show attracts 
larger and larger numbers of members of these two branches 
of the industry. 

At the show the members of the Tanners’ Council make the 
initial display of their new lines for Fall and Winter shoes, 
with special emphasis given to the new colors in calf and kid 
for classic staple shoes and those for so-called “high style” 
footwear. The show brings together the leading tanners of 
American upper leather, where opportunity is given for a group 
display under ideal conditions, thus making it remarkably easy 
for manufacturers and retailers in a short time to see all the 
leading lines spread for their inspection. 

The selection of new high style colors, according to G. H. 
Mealley, of the Tanners Color Committee, consists of three 
new shades. 

Gun Grey—This is a much darker shade than Flint Grey. 

Brown Taurpe—This is a very high style color, which was 
selected due to the importance of the Taupe shade of women’s 
apparel which will probably be in the fashion picture for Fall. 

Bourson—This color is the same as the men’s Bourbon 
shade which has been used for the last two seasons and which 
is important due to the tailored type shoes which will unques- 
tionably be quite popular for Fall. 

Most of the fashion authorities are of the opinion that colors 
are to play a much more important part in the women’s shoe 
business and it seems a coincidence that two shades, which have 
always been approached with great fear, namely Blue and Grey, 
are expected to be in the picture for early Fall. These two 
shades had an unusual sale during this Spring. 

Repeat colors are as follows: 

InpIES BrRowN—This has been our most important Brown 
shade for the last two seasons, 

MapvEIrA BrowN—This color will have added importance 
for the Fall season, as it is a darker shade than the Indies 
Brown. 

Fawn Brown—This color will not be shown on the color 
card, but will have a notation regarding its importance. Its 
use will be principally as a trim and also for all-over volume 
shoes. 

SwaccER BrowN—This will also not be shown on the Fall 
color card, but a notation regarding its importance. This shade 
has a steady use in tailored types and misses’ shoes. 

New ApmiraLty Bue (repeat color from Fall 1931 card) 
[TURN TO PAGE 46, PLEASE] 
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The method of selecting colors 
for the coming season by the Color Committee of the 
Tanners’ Council of America was somewhat different 
than the method pursued in the past. At our last meet- 
ing we invited a committee of three shoe retailers and 
three shoe manufacturers to meet with us in an advisory 
capacity in our selection of colors. This committee of 
siioe retailers and manufacturers was selected to cover 
all grades of shoes. In doing this the tanners consider 
they have covered the demands of colors in all grades 
of footwear. 

The Color Committee does not make any attempt as 
to the potential volume of any of the shades which are 
selected. However, the colors selected represent the 
proper interpretation of all colors which are expected 
to be in the style program for the coming season. 

Unquestionably a careful selection of colors is a real 
help to both tanners and shoe manufacturers and new 
shades are only added when they are considered a real 
necessity. Fortunately the coming season finds several 


colors important which have already been in the picture. 
G. H. MEALLEY 






JAMES J. LYONS 
Chairman, Tanners’ Council Exhibit Committee 





























G. H. MEALLEY 
Chairman, Tanners’ Council Color Committee 


The seasonal Leather Openings, 
under the auspices of the Tanners’ Council of America, 
have become an integral part of the merchandising of 
American leathers. The usefulness of these openings, 
in conjunction with the Styles Conference, is now re- 
garded by the entire shoe and leather industry as abso- 
lutely indispensable. 

The tanners, like other business institutions, have 
weathered some very trying times. 
their difficulties with fortitude and courage and an in- 
domitable confidence in the ultimate recovery of their 
business. Their faith has assumed renewed vigor with 
the effective steps taken by our Government to bring 
us back to normalcy. 

Endowed with this new spirit, the tanners of Amer- 
ican leathers have extended themselves to improve their 
products wherever ‘possible, and to create new colors, 
finishes and effects that would serve as a stimulant to 


They have faced 


their respective businesses. The committee have ac- 
cepted the slogan, 
Leathers,” and confidently believe that the adoption of 
this slogan will be more than justified by the apparent 
superiority of the leathers displayed at the Hotel Astor 


on May 8 and 9. JAMES J. LYONS 


“Be American—Buy American 
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Inflation Improves Values of Stocks 
on Shelves 


Wat should the merchant and 
manufacturer know about the behavior of inflation 
and its effect upon his business? Our Washington 
letter this week gives clearly the major effects on 
the merchant as a debtor; the manufacturer as a 
creditor and the general effect of inflation upon 
the individual himself. These influences will come 
in time. 

For the moment, nothing happens in’ internal 
trade. It isn’t possible for you to take the goods 
on the shelf and mark them up to compensate for 
the falling off of exchange. The dollar in inter- 
national trade may be only worth 84c. but in do- 
mestic trade it is still a big, round dollar—just as 
hard to get and equally as hard to hold onto. 

But in the long run, a significant change will 
come. Inflation’s great internal influence will show 
itself in the new appreciation that people will get 
for goods and commodities. In a way, goods will 
be more valuable than money when prices start to 
rise. 

Going off the gold standard has stopped, for the 
time being, deflation. In all probability, basic com- 
modities and raw stocks will go no lower. When 
we buy crude rubber, of which we do not raise a 
single pound in America, we will pay a higher price 
in the international market. That rubber, when 
translated into tennis shoes and tires and rubber 
goods, will cost more and everyone will have to 
pay more. 

The same is true of hides and skins that we buy 
abroad. The price structure, therefore, can go no 
lower. It will, in time, go higher, when the shoe 
manufacturer has to pay more for his materials, 
he has got to ask more for his finished goods. So 
you can take it, as fact, that the goods on your 
shelves are worth more—even though you can’t 
get more for them at the moment. 

New goods will cost more money because ‘the 


pressure of commodity prices forces them up. You 
should, therefore, take more pride in the goods 
that you have and see to it that you get cash, or its 
equivalent. From this point on, you cannot afford 
to have sales and clearances without profit. Good 
goods are worth more to the public. 

Inflation corrects automatically much of the 
abuses at retail. Let’s hope it eliminates the can- 
celation shop, as such, that lived on the basis of 
grief and anarchy in production. Every pair of 
shoes, in every store in America now has a firm 
value. It is folly for any merchant to consider 
throwing away that value when right in front of 
him is the positive condition of paying more money 
for new goods. But perishable, seasonable goods 
die just as easily under inflation as before. The 
merchants in England went through this process 
of inflation when the British pound went off the 
gold basis and the wise merchants held onto their 
goods and asked a straight, regular price to cover 
immediate needs. 


Merchants previously had doubts 
as to the value of goods, with new and cheaper 
goods coming in. As a result sacrifices are made 


_ in clearance and sales. That is finished! The mar- 


ket stiffens. 

The shoe merchant is lucky who has a clean 
stock and creditors who are patient and consider- 
ate. He is also lucky in the fact that one of the 
first items to show improvement in inflation period 
is the small commodity item. It takes a long time 
before capital goods, construction, buildings and 
real estate, factories and furnaces, get the benefit 
of new market conditions. 

But, in another sense, the shoe industry will not 
get the major improvement. Volume of business 

[TURN TO PAGE 32, PLEASE] 
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IN OHIO’S LIGHT WEIGHT CALF LEATHERS 


The perfect style background for excellence of pattern in new footwear where 
quality in fact and quality in appearance are essential. 


_ON DISPLAY AT THE OFFICIAL FALL 1933 STYLE SHOW OF AMERICAN 











Oita 





— LEATHERS and COLOR CONFERENCE 
a e Hotel Astor, New York, May 8 and 9. BOOTH No. 16. t 
rd 

1d 





KAFFORITE 


- The light weight calf, made from specially selected skins, and tanned to meet 
if the exacting requirements of carefully lasted, carefully fitted footwear for 
f women, misses and children. i 


The beauty of the new Fall Colors is enhanced by the depth of tone and rich- 
ness of sheen made possible by our special tanning processes. It has a fine 
grain with tight break. 





ELEVEN COLORS ee ty 


No. 526 Indies Brown No. 553 Flintgrey % 
No. 541 Fawn Brown No. 551 Brown Taupe ii 
No. 536 Swagger Brown No. 547 Malt 

No. 546 Admiralty Blue No. 549 Boulevard 

No. 550 Bourbon No. 539 Nubrown ; 


No. 529 Madeira Brown 


fF 
LUXOR 
This sturdy weight calf is the ultimate in perfection of colored leather for : 
men’s fine shoes, and is adaptable to the popular grades. 4 
, NEW FALL SHADES : 
Color No. 88 . . . Bourbon shade . . . is universally popular. Its companion ; 
shades are: . 
° No. 42 Tantree No. 44 Brown Sherry 
e Re 
WASHETTE CALF and TOLCO CALF ; bee 
are supplied also in the popular Fall Colors. ; Oe 


Swatches sent on request. 





THE OHIO LEATHER CO., GIRARD, OHIO 
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QUESTION—In an article in the 
April 1st issue of the BOOT AND 
SHOE RECORDER you advocate 
and stress the sale of “Double Ups,” 
which all sounds very well in print, 
but how can it be done these days 
of hardship and strife when most 
customers are broke, and the aver- 
age shoe fitter is happy to sell one 
pair of shoes, let alone “Double 
Ups’? If you can tell me how it can 
be done I’ll appreciate it. 

A Maine SHOE FITTER. 


ANSWER: In the article to 
which you refer to the author clear- 
ly outlined the benefits that may be 
derived from frequenf shoe changes. 
He also stated concrete scientific 
facts why shoe changes are abso- 
lutely necessary to.qne’s health. 

It should not be difficult to con- 
vince your customers if you can 
clearly and concisely state your case. 
In other words, one must be thor- 
oughly versed in his own subject 
before selling the next one your idea. 

A shoe fitter employed by a firm 
enjoying a reputation for quality 
merchandise should have no diffi- 
culty in convincing his customer to 
accept his advice and purchase sev- 
eral pairs of shoes. As for the sec- 
ond question about customers being 
broke, how can you tell one’s’ finan- 
cial ability? Many persons claim 
poverty, but always have enough to 
purchase the better things in life. 
And footwear should assume a posi- 
tion of the utmost importance. 


You never can tell until you try 
whether the customer can afford a 
second pair of shoes. If it is at all 
possible for him to do so, the aver- 
age customer will respond to the 
arguments of economy, comfort and 
appearance elaborated upon in our 


last article. 
a * + 


QUESTION—Being a corrective 
shoe man for the past five years I 
am very often addressed as “Doctor.” 





Many questions relative to the science of 
expert shoe fitting come to the Recorder. A 
few recently received are given, together with 
the reply suggested by an able retail shoeman. 

The’ Recorder welcomes such questions, and 
will endeavor to furnish logical and satisfactory 
answers, so far as possible. 


nd 
(MAE SE TT TE Ts ED ST a AD 


Would ydit encourage people to 
call you Doctor if you were in my 
position? 

Your comment on this subject 
would be highly appreciated. 

S. T. L. CALiFornia. 


ANSWER: Making people be- 
lieve that you are a doctor is abso- 
lutely unethical as well as dangerous 
to your own business and to the 
welfare of, your customer. | It’s a 
betrayal of confidence that may lead 
to serious consequences if you guess 
wrong. 

When you are known as a profes- 
sional shoe fitter your patrons will 
only expect just properly fitted shoes, 
but when given the impression of 
being a physician you are not only 
endangering-.the lives gf your cus- 
tomers, but your own E edtton as 
well. Making believe belongs to the 
theatrical world, but has no place in 
the legitimate business life. 

The writer has been fairly suc- 
cessful in the corrective shoe busi- 
ness, but has always discouraged be- 
ing called a doctor, and profited in 
doing so, commanding the respect of 
both physicians and the public alike. 

+e 2 


QUESTION—Where can one se- 
cure adequate figures or statistics as 
to the number of people in the 
United States who are afflicted with 
foot abnormalities? 

G. B. N. New Yorx Ciry. 


ANSWER: There are not any 
accurate figures available. Various 
groups claim certain figures but 


these are only rough estimates; in 
other words, mere guesswork. 

The U. S. Public Health Bureau, 
which is undoubtedly the most re- 
liable source of health information, 
has no statistics along these lines. 

The National Association of Chi- 
ropdists-Pediatrists, however, claim 
the following figures on foot facts, 
as compiled from surveys conducted 
by their Bureaus of Clinics and Re- 
search. 


Surveys of school children between 
the ages of 8 and 14 years found 
80 per cent of the girls and 65 per 
cent of the boys’ feet defective. 

Nine out of every ten adults are 
afflicted with some form of foot de- 
fect, of either a minor or a major 
nature. Out of 100 per cent foot 
ailments, 68 per cent are among 
women arid 32 per cent among men. 
Of 100 per cent women’s cases, 24 
per cent are between the ages of 18 
and 30. Sixty-five per cent are be- 
tween the ages of 30 and 50. 

The percentage of foot ailments 
increases according to age to the ex- 
tent that out of 100 per cent of 
women’s cases between the ages of 
25 and 40, and 40 and 60, the per- 
centage is 50 per cent in each group. 

These figures disclose the fact 
that women acquire foot ills in 50 
per cent of the cases before the age 
of 40. 


While the above foot facts are 
helpful in making more men and 
women foot conscious, they are nev- 
ertheless inaccurate. 

We have, however, secured accu- 
rate figures from the U. S. War 
Department on the number of men 
examined for military service dur- 
ing the World War. Out of 2,733,- 
922 drafted men, 301,146 cases of 
flat feet were detected at the time 
of physical examination for entry 
into the service. 

Out of 500,002 drafted men ex- 
amined during the Civil War, 4735 

[TURN TO PAGE 40, PLEASE] 
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FRIENDLY FIVES 


(NATIONALLY ADVERTISED) 
MAKE A GREAT COMBINATION FOR 


GOLF and SPORTS SHOES 


FPL SOLE DLP LE LILES ADL LL SF LPI 


The Ardsley—Tan only, 
Stock No. 639. Telegraph 
Code: Ardsley. Last No. 
591 Combination Last 
Genuine Calfskin 


Widths Sizes 
‘ 8-11 
B 6%-11 Men’s KING B Gro-Cord 


Cc 6-12 

D 6-11 
Bal Oxford, plain toe, Gro-cord 
soles and heels. 


JARMAN SHOE COMPANY. 


N Nashville, Tenn. 


Kicker Toe (note the ad- 
ditional Cord Inlay at toe 
and back of heel) 

Made in Black, Chocolate, 
Fr. Nude, Brick Red, and 
Grey. 

Catalog on Request. 
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FOR SPECTATOR SPORTS~FOR GOLF 


Gro-Cord Soles give added quality value to the shoe, due to longer wear, more comfortable wear, both 


when the feet are in motion or in repose. 
The Cords-on-end make the sole slip-proof—important to the golfer for sure-footed stance either on 


wet or dry fairways. 
Shoes with Gro-Cord Soles are easier to sell because of several “selling points” and you need never 


be in doubt about their quality. 
Insist that your shoes come with Gro-Cord Soles and Heels and you will insure for yourself a greater 


volume of profitable business. 
® @ ® @ e e @ e e e @ 9 e @ c e @ e e @ e cs) td 


Gro-Cords have the distinction of longer wear at no greater cost; of endorsement by safety engineers in 
many industries; of being officially adopted: by the Boy Scouts and Girl Scouts of America; and, in 
a day of changing values,,Gro-Cord quality remains as always—uniformly highest grade. 


LIMA CORD SOLE AND HEEL CO. 


LIMA, OHIO 
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Afuivo Prestic 


HOES are made of leather . .. Good shoes are made 





of good leather plus good workmanship . . . But selling 
shoes requires even more than good leather and good 
workmanship . . . It calls for wearing qualities, comfort, 
style, appearance—prestige—the kind that comes by 
standardizing on Ruby Kid (black). 





Keeping Company 
with Evans 
Is a Definite 


Sales Influence 











The “4 _ Ml 
Lad O@ isa perforated 


two-eyelet tie of Ruby Kid (black) 


Presented by 
JOHNSON-STEPHENS & SHINKLE 
SHOE COMPANY 
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VL OPENING 


EASON after Season, Year after Year, | MAY 8-9 1933 | 
HOTELASTOR 


Ruby Kid (black) comes through for you NEW TORK 


—adding new prestige to your name and in- Wehaidi 


creasing the confidence of your customers! at ae Booth 


a fs eg {) / 
{a ep OR ( VANS (Brands 


HN R. EVANS & CO_ 


CAMDEN, N. J. PHILADELPHIA 
CINCINNATI © ST. LOUIS BOSTON * MILWAUKEE 
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DIVIDENDS from 


How Some Shoe Merchants Have Succeeded in Stimulating 
Sales by Putting Uncle Sam on the Sales Force. Novelty of Ideas 
and Originality in Treatment Are Important Factors in Getting 
a Favorable Customer Response from Direct Mail Publicity 


By HARRY R. TERHUNE 
Field Editor, BOOT AND SHOE RECORDER 


Baing back the trade which 
was lost during the early Spring. Plan a more in- 
tensive drive for business during the remainder of 
April and the month of May. Some shoe merchants 
believe that what is lost—well, it is lost. Others main- 
tain that it is possible, through well planned newspaper 
advertising, supplemented by direct mail promotion, to 
regain a reasonable percentage of sales which have 
been kept away from a store by unfavorable develop- 
ments early in the season. Certainly this cannot be 
accomplished without some kind of _ intelligently 
planned, well executed sales effort. 

Consumers feel a natural urge to buy shoes in 


Spring. It is, therefore, good business to exert every - 


possible sales promotion effort when the public is in 

a purchasing mood. ‘ 
Many are the angles of approach in getting. busi- 

ness by the aid of Uncle Sam’s postal service, but in 


order to be effective there must be a timeliness to the - 


subject and a freshness to the copy as well as logical 
reasons why the person addressed should buy a par- 
ticular shoe at a particular store at a particular time. 

Just sending something in the mail to a store list 
don’t do at all. Many merchants have contributed 
to this composite story, so it is in fact practically a 
round table discussion on direct mailing. : 

Plenty of shoe men go to market, to national and 
regional conventions, but few capitalize their trips. 
Customers back home should know of such trips, 
especially from a style viewpoint. Receiving a letter 
containing style information when mailed from a 
source other than the merchant’s home town is sure to 
get more attention than a letter bearing a local post 
mark, 

There are concerns in cities—New York has several 
reliable ones—that make a business of taking care 
of the writing and mailing of these letters. They do 
a complete job from A to Z. The store doesn’t have 
to do a solitary thing but send its mailing list. 

This method of handling gives the letters and the 


mailing both a professional and personalized touch. 
A number of inquiries indicate that many merchants 
are well satisfied with test mailings. This is more of 
a case of “Shoemaker—stick to your last” proposi- 
tion, by having a qualified advertising man do an 
advertising job. 

During the last Texas convention, E. L. Smith, 
who buys the shoes for T. W. Marse, Taylor, Tex., 
sent a style letter to his personal trade. He tells me 
that while it is inexpensive advertising, it netted him 
some wonderful results. The wording of his letter 
was simple. It read: 


ad | . 

am in Fort Worth 
attending the Texas-Oklahoma Shoe Retailers Con- 
vention and Style Show. I have with me a record of 
your size. Am buying a number of beautiful styles 
that will arrive in my department later this month 
for your approval and selection. 
. “Thanking you for your past patronage, I remain,” 

M. A. Condon reports fine reaction to several thou- 
sand letters mailed from New York to his trade in 
and around Charleston, S. C. Condon took advantage 
of a New York buying trip to tell the folks back home 
what was new that he was buying. 

There was a clever twist to a letter sent out by C. 
M. Stendal of Minneapolis. “C. M.” wanted to know 
what was happening to his “stray” charge trade. The 
novelty of his letter, plus its friendly tone, gave him 
plenty of information, or, as he puts it, “It brought 
home the bacon.” A few kicks were uncovered, but 
the tone of most of the replies conveyed the informa- 
tion that the shoes he is selling “really do not wear 
out at all.” 

In the Stendal letter-half the space was left for 
the customer answer. On the left half of the letter 
appeared this message: 

“We miss you. Your name is on our books, our 
charge account service is still at your disposal. Yet 
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DIRECT 
MAIL 


we note with real concern that you have not lately 
favored us with a share of your patronage. 










Giisicwetae en 










“ ; 

W. sincerely hope to have 
the pleasure of seeing you again real soen, and will 
appreciate your use of the enclosed, self-addressed, 
stamped envelope to tell us how we can better serve 
you.” 

Follow-up letters are always good, so here is the 
newest postal from Brouwers, Milwaukee. This is 
good in that the testimonial stunt is cleverly hooked 
in with the “Where have you been?” question in such 
a manner that the recipient will read to the end. 

“From California comes a letter,” reads the text, 
“which says in part—I surely appreciate now what it 
meant to have a shoe store where, with the aid of the 
X-Ray, one could be sure that the shoes fitted proper- 
ly, a service I always enjoyed at your store.” 






















A Former Milwaukeean 





“We've been wondering whether you too have 
moved to distant parts, because you haven’t used 
your charge account lately. 

“Shoe styles are no longer a two season affair. 
New patterns now arrive every month in the year, 
for every season and every occasion.” 

Leo Feder, whose Los Angeles store has specialized 
in sensible shoes since its establishment a dozen years 
ago, has a sales record of every person who has traded 
there. Keeping in touch with this established trade 
has done much in tiding him over ordinary hard 
selling periods, so that his pair sales record is right 
where it should be. 

Recently a price change occurred in his lines. Sup- 































plementing his newspaper advertising, he sent a postal seers oF FE see at | PO 
to those men who had not been in th duri we genta en it Soe eel tae 

o had not been in the store during Shame, tate arent - uw 
the preceding six months, advising them of the price So ele Yo E , mae . 
change. “This,” Mr. Feder informed me, “brought ee cong : oe 
into our store many men we had not seen during the b P i. ol 
last two or three years. We discovered that they cos [atl 3 
were not lost; they were just having their old shoes a tak 





fixed up and not buying any new ones.” 
[TURN TO PAGE 40, PLEASE] 
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ELKO & DEERSKINI 
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to new heights of popularity 


NOWESCO 


newest companion of those well known leathers Elko 
and Deerskin—full grained, permanently flexible, 
unbelievably durable, and today unsurpassed in pop- 
ularity for juvenile shoes of all types as well as adult 
sports and unlined footwear. Nowesco’s satisfying 
qualities, plus right price and weight, account for its 
surprising advance in favor. In the order named, 
Deerskin, Nowesco and Elko fill all requirements 
where pliancy, durability and long-continued good 
looks are necessary. 


NORTHWESTERN LEATHER 


COMPANY TRUST 
BOSTON 
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“Change for Better” Is Probable 


[CONTINUED FROM PAGE 14] 


economic alliances between the three great trading 
countries of the world. The burden rests on the Presi- 
dent to carry the diplomatic conversations to a point 
of action. The meetings in Washington will open a 
newer and friendlier way for international diplomacy. 

The Roosevelts have an unusual knack of making 
ordinary and extraordinary people feel comfortable in 
their presence. Their niceness is not strained. Appar- 
ently they are not affecting it for political purposes. 
They have been the same way all their lives. They 
just neglected to go high-hat upon entering the execu- 
tive mansion. It gives them a tremendous advantage 
in dealing with high foreign diplomats or low 
politicians. Outsiders may not realize yet what im- 
portance such little things will have on future do- 
mestic and foreign policies. 

a 


The American Institute of Banking will, in the 
future, be of greater importance. This is the educa- 
tional division of the American Bankers’ Association. 
It is training more than 50,000 bank employees for 
advancement in their profession. The Institute is 
directed by the younger generation of bank execu- 
tives, which is important in view of changing leader- 


ship. 
* * Ok 

If further inflation is needed, here is what can be 
done: (1) Currency expansion: Business and financial 
elements are largely against it. (2) Devaluation of 
the dollar: Commodity speculators favor it enthusi- 
astically. The Stock Exchange contingent is less keen 
but is willing to be shown. Some insurance interests 
advocate it privately. Bankers and bond men are 
extremely hostile, business men generally so. (3) Re- 
monetization of silver: Assuming inflation is in- 
evitable bankers prefer this form to any other. They 
may come out for it openly as an alternative to some- 
thing more drastic. A small but active group of specu- 
lators are also pepped up by the chances of personal 
profit. Best estimates indicate a maximum currency 
expansion via silver of $400,000,000. That much in- 
flation would be a flea bite. The silver states would 
be in for a disappointment. Some kind of silver leg- 
islation is rated certain., (4) Inflation by public 
works bond issues and credit expansion: An influen- 
tial group of business men and economists want it. 
New York favors it more generally than any other 
method. Bankers call it less disturbing than any 
alternative except silver. The speculative element 
can’t see enough profit in it for them to call for 
cheers. 

April’s unsuspected purchasing power has been the 
surprise of the country. Not merely because of its 
physical volume but it was actually better in grades of 


goods sold. In spite of the bad weather the country 
over, it was a volume of business that was better 
than the economic situation actually justified. Short- 
ages are appearing in many lines of industry and re- 
placement will be at better prices. 

* * * 


Governor Lehman of New York approved the bill 
providing for a 1 per cent tax on retail sales, with the 
exception of motor fuel otherwise taxed, food 
products for human consumption, gas, steam and 
water delivered to purchasers through pipes, and sales 
by municipalities or other political subdivisions of the 
State. Official estimates of the annual yield from this 
impost run from $28,000,000 to $30,000,000. 

Stores where the quarterly receipts from taxable 
sales are less than $1250 or the annual sales less than 
$5000 will be free from the tax which will be collected 
quarterly except during the first period. The tax will 
go into effect on May Ist. 


+. 


Inflation Improves Values 
[CONTINUED FROM PAGE 22] 


cannot be greatly increased in footwear. We have 
been consuming, as a nation, approximately 300,- 
000,000 pairs of shoes per year. That has been 
steady, depression or no. In numbers of pairs we 
will see no great improvement. 

But other industries—for example the steel in- 
dustry—which has been working only at 16 per 
cent of normal capacity, will find that an increased 
world-wide demand may push the total production 
up to 25 per cent, 30 per cent or more. That im- 
provement in volume will permit the steel mills to 
profit even if they hold their present prices. Im- 
provement in their condition will be in volume. 
In fact, steel men say that they may bring about 
prosperity with even a decrease in price of rails, 
pipe and tonnage. The reason for that is the inter- 
national situation improves their ability to com- 
pete in world markets because of the lower ex- 
change of the dollar. 

The shoe business, however, is now an internal 
business. So much’ so, the exports of shoes from 
this country last month were less than the sales of 
shoes in one department store in New York City. 
It is competition within the shoe trade—factory 
with factory and store with store, that has brought 
us to a “no profit” level. The industry might have 
made money all through these years if it had but 
realized that it had-a limited market for only 300,- 
000,000 pairs of shoes. If it had tolerated a profit 
all along the line, the public would have paid the 
ultimate price. 
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A carefully devised . . . exquisitely blended shoe shade for the Fall of 1933. So conceived as 
to harmonize with the most varied colors, fitting it for practical use in wardrobes built on 1933 
budgets . . . yet so nicely chosen as to have earned a reception from Fashion dictators of al- 
most unheard of enthusiasm. A kid tanned and finished in the finest tradition of the Surpass 
leather Company of Philadelphia. Now ready for the critical inspection of manufacturers seeking 
a Glazed Kid {Satin finish, too) that will stimulate Fall sales for both themselves and retailers. 


COSTUME COLOR 
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THE SHOE STORE 





A Working Schedule for Busy 


Merchants 














One week from Saturday 

is the official opening of 
the Straw Hat season in most 
localities. This is the time to 
put emphasis on men’s Summer 
Weight shoes, too. Will you 
have plenty of stock in time 
for this? Then plan to make 
a drive for some of this business. 


Ss Change your windows to- 
day. And if you've been 
putting off changing your back- 
grounds to a more Summery 
effect do it now! Play up 
sports footwear in your displays, 
and give some space to white 
shoes, too, for graduation time 
is not far away. Make your 
windows DEMAND attention. 


12 Tonight's ad will of 
course play up the Sum- 
merweight Shoe idea, and your 
window should go in today, too. 
Push this idea vigorously! it 
will go over exactly in propor- 
tion to the effort you put be- 
hind it. Many stores make a 
BIG thing of men’s Summer- 
weights. 


PRES RAE a See aa 


1 May! A month of big pos- 

sibilities for shoe retailers 
who make an aggressive cam- 
paign for business. Start things 
off by putting in the smartest 
style windows you know how to 
arrange, with plenty of atten- 
tion-getting cards that empha- 
size Summer and style. 


Why not make the theme 

of tonight’s ad “Advance 
Summer Styles’ and talk about 
some of the new styles received 
recently? As a Saturday “leader” 
feature a good hosiery value. 
Be sure that your windows are 
changed to tie in with the num- 
bers featured in your ad. 


9 If you're going to send out 

a letter to the list of 
graduates you secured last 
month now is the time to do it. 
In doing this some stores offer 
a special discount when the 
letter is presented at the time 
of purchase. Or you might 
offer a hosiery special in the 
same way. 


1 Since you're after men’s 

business today why not 
give every man who buys shoes 
a good cigar or a ticket good 
for 3 shines? And remember 
that tomorrow is Mother’s Day. 
Feature slippers and hosiery in 
your windows. Have a good 
style window today, too. 


LTE TE ET Re a ME RET 
NAOT AAR I SE RE BTR Zilie S E 
oer eres a 


Now would be a splendid 

time to send out a mailing 
card featuring sports and golf 
footwear and golf hose. Is the 
vacation schedule for the Sum- 
mer all settled? And with hot 
weather just ahead the electric 
fans should be in place and 
ready for action. 


6 If your recent stock check 
turned up any slow sellers 
mark them down to a figure 
that will clean them out, and 
put them in the window today. 
Insist that salespeople mention 
your hosiery “leader” to every 
customer. Every pair thus sold 
is just so much “plus” business. 


10 When you make your 
weekly check of stock 
today keep asking yourself this 
question, “Have | too many 
different styles in stock?” The 
secret of profitable retailing 
today is to limit your stock to 
the fast-selling, wanted num- 
bers. That's the way the chains 
operate. 





3 It is time for another 
thorough check of your 
stock. The only way to keep 
your stock investment down to 
the minimum and still avoid 
“outs” on best-selling styles 
is to check stocks often and 
carefully. Once a week is not 
too often. Try it—you'll find 
it pays. 








11 Why not send out a 
letter or mailing card to 
your list of men today saying 
“Saturday is the day to change 
to a Straw Hat and Summer- 
weight Shoes, etc—’” with a 
brief description of the best 
Summcrweight number in your 
line. Have you planned your 
Summerweight window? 


1 Rearrange your window 

displays today, and be 
sure you are ready for Sport 
Shoe Week, starting May 22. 
The sport shoe idea is one of 
the few good selling ideas to 
promote the sale of Summer 
shoes and you should push it for 
all it is worth 
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To Produce More Profit Through Planning 





l 6 Many shoe stores sell 

golf balls during the 
Summer months, not only for 
the profit they bring, but be- 
cause they draw people into the 
store. Have you tried it? How 
long since you have carefully 
checked over all your window 
and display fixtures? Keep them 
mn repair. 


20 If your drive on chil- 
dren’s shoes goes over it 
will bring many fathers and 
mothers in to the store today. 
Don’t miss the chance to show 
them some of the new foot- 
wear Styles for grown-ups. See 
that every child gets a toy— 
this is an investment in good- 
will. 


2 If today's stock check 

uncovers any old Spring 
numbers they ought to be out 
on tables and in the window at 
once, and at BARGAIN prices 
that will move them! How 
about the store interior—have 
you freshened it up for the 
Summer season with new dis- 
plays, new cards, etc.? 






















1 Time for another weekly 

check of stock. And 
don’t you already see good re- 
sults from this regular, system- 
atic check? How about getting 
pictures of the local graduating 
class to use soon as the feature 
around which to build a win- 
dow of ‘Shoes for the Gradu- 
ate.” 











25 June is not far away, and 
June is a month that re- 
quires aggressive merchandising 
to keep sales up. What are you 
going to do? Now is the time 
to plan—and keep in mind that 
a good selling job in June means 
fewer pairs to sell at no-profit 
when July Sale time rolls 
around! 


29 Put your Memorial Day 
window in place today— 
and plan it so you can pull it 
out in a hurry Wednesday 
morning and replace it with a 
quick trim of some kind. This 
will probably be a quiet day— 
a good day to clean up all the 
little odd jobs you've been in- 
tending to do all month. 


1 School will soon be out. 
Why not make a little 
drive on Children’s Vacation 
Footwear for the rest of the 
week? Put in a good window, 
and mail out a circular or letter 
today. Don’t cut all prices but 
have a good special or two (for 
instance, tennis shoes). 


2 This week's window dis- 

plays should play up 
National Sport Shoe Week. 
Better plan also for some sort 
of a patriotic display for Me- 
morial Day so that you can have 
it all ready to put in place one 
week from today when you 
make your regular window 
change. 


26 You'll want to use a big 
ad in tonight’s paper on 
“Smart Shoes for Memorial 
Day” playing up both men’s 
and women’s styles, with per- 
haps a special or two. Tomor- 
row ought to be a good selling 
day, so be ready for it. Freshen 
up window displays today, too. 





19 Prepare a strong atten- 
tion-getting ad on Na- 
tional Sport Shoe Week for to- 
night’s paper. Check up to make 
sure everything is in readiness 
for your Sport Shoe Week win- 
dow display to appear Monday 
morning, and for other promo- 
tional publicity. 


23 This would be a good 
time for a mailing card, 
or a folder and letter playing up 
Summer Styles. Many people 
take vacations in June and this 
means extra footwear business 
for someone! Be sure you fea- 
ture Hosiery as well as footwear 
in your mailing. Use it for a 
leader. 


2 Here’s an idea for June. 

Do something really 
“different” in your windows 
every week to get attention. 
For instance—get pictures of 
the star players of the local 
baseball team to feature a 
men’s shoe window that will 
stop every man. Get folks to 
talking about your window dis- 
plays. 


3 What better task for to- 

day than another check 
of stock to see exactly where 
you stand as you enter June. 
If you have the merchandise 
this is also a good day to stage 
an End-of-the-Month Sale and 
clean up your odd lots. Are 
your June selling plans all 
ready? 
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A decidedly novel sport shoe windcw by Potter Shoe Co., Cincinnati, in which fashion appeal was dramatized with human interest and use 


of the merchandise suggested. Note the wide variety of styles shown. 


Detailed description of window is given in the text of the article 


Dramatize Use in Sport 


Shoe Windows 


With National Sport Shoe Week 
only three weeks ahead (May 22-29), it is time to 
give serious thought to definite planning of the kind 
of window displays you will use to launch this im- 
portant promotion of Summer and vacation footwear. 
Sport shoes constitute a class of merchandise that 
calls for spectacular, dramatized showing in windows 
for the obvious reason that they are intended for a 
very special use, and for wear on particular occa- 
sions as distinguished from shoes for general wear. 
And so it follows that, to create an acceptance for 
sport shoes, we must build up an interest in the activ- 
ities and occasions for which they are intended. 

The window that is illustrated at the top of this 
page fulfills these requirements in an admirable way. 
and so it is by no means surprising to learn that it 


proved very successful when used last Summer by, 


the Potter Shoe Co. of Cincinnati. It was one of two 
windows built around the same idea, this particular 
display being devoted to women’s footwear, while an- 
other window, similar in theme, was given over to 
men’s sport shoes. 

As will be seen from the photograph, five fashion 
figures were featured in the display, the background 
being of black velvet with the lettering in ivory. The 


dominant figure of the girl on horseback, appearing 
in the center against the black background, was 
painted to represent an ivory colored suit with hat 
of the same color and a brown band matching the 
brown riding boots, also brown tie and a touch of red 
on the hat. 

The figure of the archery girl features a dress of 
tan beige, with brown ghillie oxfords and archery bag 
in the same color. Her hat is of a brilliant blue. 
The golfing girl has a black and white outfit, with 
black and white golf oxfords. 

The tennis girl wears a costume of white with 
brown and orange bands. The shoes were woven 
sandals of orange and brown, with imported lisle 
mesh anklets, giving a very pretty effect. The spec- 
tator sport girl wore a white skirt with hat and blouse 
of red, beads of red and white combination, white 
shoes with red heels. The bag used in the display 
was of red, with white trimming. 

The excellence of this sport shoe window lay in 
the fact that it dramatized four sports in an interest- 
ing way and showed a costume ensemble adapted for 
each, together with an ensemble appropriate for the 
much larger class of customers likely to be interested 
in shoes of the spectator sport type. In addition, it 





‘HE MENIHAN COMPANY, 


74 ee 
AAA .. 5 9 


INe STOCK DEPARTMENT 
ROCHESTER, N. Y. 


ie) 1225 CLIFFORD AVE., 


—J 
93 


THALIA 


19/8 Heel 


R-S67—White Kid—$3.75 
R-568—Mat Kid—$3.75 
R-569—Blue Kid—$3.75 


CLAUDINE 


17/8 Heel 


R-508—Black Baby Calf, perforations 
underlaid with grey—$3.60 

R-558—White Baby Calf—-$3.60 

R-585——Grey Baby Calf, perforations 
underlaid with white—8$3.60 


JULIO 
20/8 Heel 


R-586—Patent Leather—62.85 
R-S87—Gun Metal Patent Leather— 


$2.85 
R-588—Gun Metal Calf—$2.85 
R-589—-White Calf-—$2.85 


VALENCIA 
16/8 Heel 


R-531—Blue Baby Calf——$3.75 
R-532—Chaff Baby Calf—$3.75 
R-533—White Baby Calf—$3.75 
R-537—Black Baby Calf—$3.75 
R-556—Tan Baby Calf—8$3.75 


(Perforations punched through ) 


16/8 Heel 
R-561—White Service Calf— 
$3.60 


14/8 Heel 
R-562—White Buck with tan calf 


Pigskin— 


4.00 
R-563—Genuine White 
$4.00 


4é K”’ 


FANTAN 

19/8 Heel 
R-539—Chaff Baby Calf—$3.75 
R-540—White Baby Calf—$3.75 
R-541—Blue Baby Calf—$3.75 


R-560—Mat Kid, perforations under- 
laid with patent leather— 


$3.60 
R-576—Grey Baby Calf—$3.75 
(Perforations punched through) 


BREVETTE 
17/8 Heel 
R-570—White Baby Calf—$3.60 


REGENT 
20/8 Heel 


R-432—White Kid—$3.25 
R-442—Black Baby Calf-—$3.00 
R-490—Brown Kid—$3.25 
R-525—Blue Kid—piped in grey 


$3.25 
R-555—Parchment Kid=— piped in 
beige $3.25 


WHITE 





An effective men’s shoe window display by Stone Shoe Company, Chicago. 
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Note the unusual arrangement of pairs of 


shoes around the circle. 


will be seen that the display showed a large assort- 
ment of styles.and patterns, thus appealing to a nu- 
merous group of prospective customers. It was a 
display of the human interest, action type, and showed 
people doing things. Windows that have these qual- 
ifications are usually interesting. 


The second illustration accompanying 
this article shows a men’s shoe window by the Stone 
Shoe Company, of Cleveland, which exemplifies much 
the same method of arousing interest through drama- 
tized style appeal. The idea is to appeal to the in- 
stinct of the well dressed man and the fashion figures 
in the background are intended for this purpose, con- 
veying the impression that the shoes on display are 
“Authentic Fashions,” designed to complete the cor- 
rect apparel ensemble and thus satisfy the require- 
ments of the well dressed man. A window that suc- 
ceeds in tying up smart shoes with correct styles in 
suit, hat and accessories is sure to attract more favor- 
able attention than one which features shoes alone, 
for the reason that it helps the customer to visualize 
the important part which the right shoes play in 
achieving the well dressed look. 

Shoe merchants are inclined, perhaps, to underesti- 
mate the importance which the average man, and par- 
ticularly the average young man, attaches to the 
supposedly feminine attributes of style and proper 
coordination of the various accessories of the cos- 


tume. There is a certain New York newspaper of 


very large circulation that devotes a special feature 
ach day to correct styles in men’s apparel and goes 
into a great deal of detail as to colors, patterns, etc., 
not only in suits, hats and overcoats, but in shirts, 
shoes, neckties and various accessory items. This de- 
partment appears in the back part of the paper near 
the sport pages, and there has been a sufficient evi- 
lence of interest in it, as reflected by questions mailed 
in from readers, to keep it in this location for a num 
ber of years. Thus it appears that the red-blooded 
he-man fellows who turn first to the sports pages 
have a style interest to which the clothing merchant 
and the shoe retailer can profitably appeal through 
advertising and window displays built around the 
theme of fashion. 

The men’s shoe window which we illustrate here- 
with is a good window, in our opinion, for the addi- 
tional reason that it shows plenty of styles and shows 
them well. Men like to study lasts, patterns and style 
details and the male customer who is in the market 
for shoes prefers to have a reasonably accurate idea 
of what he intends to purchase before he enters the 
store. Unlike the woman, he doesn’t like to go into 
a store with a vague idea of what he wants and try 
on a multitude of pairs before he makes a selection 
He likes to be able to tell the salesman what he wants 
when he goes into the store, and if he can identify 
the style of his selection by a number on the pric« 
ticket in the window, that makes his job of selection 
and purchase so much the easier. 

[TURN TO PAGE 40, PLEASE] 
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Uf Last| 


THE SHOE 7,000,000 
BOYS HAVE WANTED— 
THE SHOE YOU HAVE 
BEEN LOOKING FOR 


A REAL SCOUT SHOE THAT 
COSTS YOU ONLY $1.95 


The Official Seascout Oxford. Leather sole and 


rubber heel. Black Kip. Style No. 563, Gent’s, 
11% to 13, C and D, $1.65—No. 564, Boys’, 1 to 


6, B. C and D, $1.95—No. 565, Big Boys’, 64% 


to 8, B, C and D, $2.25. Men’s sizes 8% to 11, 
$2.50. The Official Boy Scout Dress Oxford— 


Brown Elk Blucher, leather sole and rubber heel, 
same sizes and prices as above. 


Here’s an outstanding boy’s shoe value at a price that spells 
profitable volume. A real Scout shoe—built to the specifi- 
cations of the National Boy Scout Council by a recognized 
maker of Official Boy Scout Shoes of quality. It’s a good 
shoe, priced low enough to make an instant appeal to boys 
and parents alike. You can retail it at $3.00 or under and 


make money. 


The big illustration shows the Official Boy Scout Camp 
Moccasin Type Oxford. Brown Elk. Raw cord sole. Rubber 
heel. Match eyelets. Style No. 740 (Boys’ sizes, 1 to 6— 
B, C, D and E, $1.95). Big Boys’, sizes 614 to 9, B, C, D 
and E, $2.25. The Official Dress Oxford is shown at left. 


Our “in stock” service means immediate delivery. The sea- 
son for these popular shoes is just breaking. Send in your 
order today. 


THE EXCELSIOR SHOE CO. 


Authorized Manufacturer of Official Boy Scout and Seascout Shoes 


PORTSMOUTH, OHIO, U.S.A. 
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Let’s drop in on Frank More in his 
smart San Francisco shop, to see what 
he has to offer in the way of novel 
mailing pieces. The following which is 
enclosed with statements looks like a 
good sample: 


“ROUND TOES—PETITE VAMPS 
FOR SPRING 


“Footwear for Spring 1933 shows a 
definite tendency toward the shorter 
vamp high arch mode. Most women 
will welcome this news for they know 
that the shorter, rounder toes are more 
flattering to the foot. Frank More 
presents a wide variety of distinctive 
interpretations of this fascinating 
short-vamp mode in the preferred 
Spring materials and colors. For the 
woman who is unable to wear these 
new rounded lasts Frank More offers 
his graceful slender vamp footwear in 
equally smart. models.” 

A form postal card that “brings ’em 
back alive” is used by W. R. Lee, man- 
ager of the Detroit Gordon Shoe Store. 
These cards are filled in to suit the par- 
ticular needs of the case where the 
store has certain sizes in odds and 
ends, and a customer has a correspond- 
ing sized foot. 

The card is made up as the result of 
a survey, telling the customer that his 
or her size is available in a certain 
number of styles in the odds and ends 
shoes being handled at clearance prices. 

“Looking through my files I find that 
I can fit you with styles 
from odds and ends at a big saving. 
This offer is subject to a 5-day oppor- 
tunity. Kindly bring this card with 
you.” 

This gives the customer an impres- 
sion of personal service: and interest, 
and brings him into the store just out 
of curiosity if nothing more. It is then 
time for ordinary merchandising tac- 
tics to be applied. 

To produce the best results, direct- 
mail advertising should be well-timed 
and should consist of a personal mes- 
sage, says John A. Quinn, president of 
the Sullivan Co., Providence shoe re- 
tailing firm. 

On the firm’s mailing list are about 
12,000 names which are all considered 
good. At certain intervals this list is 
canvassed, and a mailing made to those 
who have not purchased shoes in the 
last three months. No mailing is ever 
made to persons who have been to the 
store within three months, for Mr. 
Quinn considers they are not good im- 
mediate prospects. 

Another rule of Mr. Quinn’s is that 
.each message should carry enough per- 
-sonal information to show the customer 
he is being treated as an individual. 
Each piece mailed contains the custom- 
er’s shoe size, the number of the shoe 
usually purchased and publicity featur- 
ing the shoe that is probably best suited 
to the needs of that customer. Mr. 
Quinn attributes his good results to 


Dividends from Direct Mail 


[CONTINUED FROM PAGE 29] 











this individual feature of his publicity. 

Even the large department stores, 
while they are big users of newspaper 
space, use direct mail as an aid to sell- 
ing. Through their regular advertising 
departments, they have made tests 
which prove the benefits of direct mail 
approach when they want concentra- 
tion of effort. 

Marshall Field and Company are 
sending out to their mailing list a post- 
ecard with return card attached adver- 
tising their newest silk hosiery, “Mar- 
twist Chiffon,” which sells for seventy 
cents a pair. The card suggests the 
proper colors for the season’s wear. 


Dramatize Use in 
Sport Shoe Windows 


[CONTINUED FROM PAGE 38] 


In a recent window shopping excur- 
sion, made for the sole purpose of ob- 
serving the attention value of various 
types of men’s shoe windows, the 
writer found that the JOHN WARD 
windows on Fifth Avenue, New York, 
stopped more men in a given time than 
those of any of the other stores checked 
in the survey. While these windows 
are very striking in appearance and ar- 
rangement, having a. circtlar island 
display case in the middle of the en- 
trance, the apparent attraction which 
drew the attention of passers-by was 
the large number and variety of shoes 
shown, together with the fact that the 
window, arrangement makes it possible 
to study the styles at close range. 
This, in our opinion, is an important 
factor that should contain a hint for 
the display man whose responsibility it 
is to create effective men’s shoe dis- 
plays. 





The Fitting Rule 


[CONTINUED FROM PAGE 24] 


were rejected on account of foot 
deformities. 

While the above figures are abso- 
lutely reliable, they nevertheless cov- 
er but a small portion of our younger 
male population between the ages of 
18 to 30, which is the prime of one’s 
life. 

There is but one sure way to ac- 
quire definite figures—if each and 
every one engaged in the healing art 
were to compile figures on the num- 
ber of patients examined and de- 
tected foot abnormalities during the 
petiod of one year, and report these 
cases to one central bureau, they 
could be compiled and classified as 
to the number of men, women and 
children who are afflicted. 

If any additional information may 
be had this department will be very 
happy to secure it if possible. 
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Marks of Origin Applicable to . 
Shoes Imported into France I 


WASHINGTON, D. C.—By a Decry) is 
dated March 8, 1933, and published i) @ 
the Journal Officiel of March ii} | 
1933, the French Government rendey 
applicable to shoes the marking regul,| ” 
tions governing imports of certain for! ‘ 
eign products. ee 

The Decree lays down that all fo. 
eign shoes imported into France fy 
ultimate sale must bear an indicatin 
of their origin in Latin characters ip 
delibly and clearly marked thereon. 

It stipulates that this mark must 
engraved by embossing or sinking on 
the outer surface of the sole, in letter 
of at least 2% millimeters in height, or, 
if the material of which the sole j 
made cannot take such a mark, a sini. 
lar inscription must be made in in. 
delible ink either on the sole, on the in. 
terior of the shoe or on the upper in 
letters of at least three millimeters iy” 
height, reports Arthur B. Butman_ 
Chief, Shoe and Leather Division of the 
Department of Commerce. 

The indication of the country all 
origin must likewise be shown on the | 
cases, boxes and packings utilized fo, | 
packing the shoes when such packing; | 
bear the name of the manufacturer, the | 
name or address of the ultimate sellers) | 
or a trade mark of any kind. 4 

Goods imported prior to the date of ; 
this Decree may be placed on sale pro.) 
vided the seller indicates clearly on the} 
invoice the fact that the merchandise is} 
of foreign origin. ¥ 

Goods imported in transit are ex) 
empted provided no indication exists on} 
the goods which might cause them to kf 
mistaken for goods of French origin. 










































































































































































Reduces Capital Stock 


LOUISVILLE, Ky.—The Boston Sho} 
Co., has filed amended articles of in-| 
corporation reducing capital stock from) 
$200,000 to $50,000. The company is} 
owned and controlled by the J. C. Fed-| 
ler interests, including three genera 
tions, J. C. Fedler, Sr., J. C. Fedler, Jr, 
and J. C. Fedler III. 

This company, one of the oldest and 
largest shoe houses in Louisville, also} 
handles millinery, ready to wear, etc.) 
having added such lines a few years} 
ago. For years it was.a general sho} 
store, but about a year ago discontinued | | 
handling men’s shoes. : 














Stones Add New Department 


CLEVELAND, OHI0O—The Stone Sho f 
Co. has just opened a new Bon Marche & 
department in the rear of the first 
floor of their big downtown store. The 
department is decorated with banners 
and collegiate atmosphere. The depart- 
ment offers short vamp, youthful s/oes 
in a $4 price range. 

Stones report that their new M. W. 
Locke store at Playhouse Square is 
doing a big volume of business since 
they opened it recently. 
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In Stock ... The Wilshire, S-474, one of ninety-six Summer styles that is carried IN STOCK 


to help Florsheim dealers merchandise Florsheim Shoes profitably .. . an assortment that in- 
cludes every type of smart Summer shoe for which there is a demand. Write for a catalogue. 


‘he FLORSHEIM c4oe 


THE FLORSHEIM SHOE COMPANY Manufacturers CHICAGO 


When writing advertisers please mention Boot and Shoe Recorder 
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Hold “Bank Holiday Purchase Sale’ 


Bowman Bros. Conduct Successful 
Promotional Event in IIlinois Cities 


CANTON, ILL.—Bowman Bros. who 
operate ten shoe stores in various IIli- 
nois cities, with general offices here, 
recently held a novel and highly suc- 
cessful sale, which was advertised far 
and wide as a “sensational bank 
holiday purchase sale.” 

Promotion of this selling event was 
accomplished mainly through the wide- 
spread distribution of an eight-page 
advertising publication in tabloid news- 
paper style, in which the merchandise 
offered in the sale was illustrated with 
large size cuts, accompanied by de- 
scriptions and prices. 


Orville J. Bowman, 

president of Bowman 

Brothers, who oper- 

ate ten shoe stores 

in various Illinois 
cities. 





Under the caption “Here is How We 
Did It,” a front-page announcement 
said: “Three weeks ago, when business 
was at a standstill all over the coun- 
try and most everybody «was scared 
stiff because the banks were tempo- 
rarily closed, we made plans for big 
things. The manufacturers were in 
just the frame of mind to be tempted 
with CASH, and were as one with our 
cause and intentions, and since we 
bought in such large quantities and 
paid spot cash we got some price con- 
cessions which enable us to pass these 
shoes on to you at prices never before 
heard of for quality footwear.” 

Printing of the advertising publica- 
tion cost the firm less than $3.50 per 
thousand, according to Algot J. Bow- 
man, secretary-treasurer, and _ they 
were mailed out to supplement adver- 
tising in newspapers. The papers also 
ran free publicity notices. The sale 





began Thursday, March 30. In com- 
menting on the results of the sale, Al- 
got J. Bowman said: 

“March was the slowest month in 
the history of our 33 years in business, 
up to the last two days when this pro- 
motional event was started. This sale 
enabled us to finish up March only 10 
per cent under last year. 

“There’s only one way to get busi- 
ness nowadays,” continued Mr. Bow- 

an. “Go out and get it. We spend 
over 4 per cent of our gross sales for 
advertising and most of it is done in 
the newspapers. But, we don’t stop 
there. No matter how much money we 
would spend on advertising, if we did 
not have merchandise for them when 
they come in, and plenty of it, with 
assortments in styles and patterns, sizes 
and widths, right up to snuff, we would 
certainly spend the money for advertis- 
ing in vain. We have adopted the 
‘Brownbilt Club Plan’ in all our 
stores, and find this medium of adver- 
tising of outstanding value in keep- 
ing customers and constantly adding 
new ones to the list. 

“We are going right ahead with 
plans for big business this spring, 
knowing that people, as a rule, will not 
go barefooted, and will do without a 
lot of things before they go without 
new shoes. Did you ever stop to think 
about how many more people walk 
nowadays than three or four years 
ago? And, also, that by now, most 
folks have worn out all their old dis- 
carded shoes, and they are going to 
buy new ones this Spring? 

“If we don’t have them on hand when 
they come in, they certainly will go 
elsewhere, mainly to the bigger cities. 
We are happy over the fact that we 
have retained all our old sales force, 
with very little cut in salaries, and 
they are all ‘raring’ to go, for without 
efficient and courteous help that is sold 
on the organization they work for and 
the merchandise they sell, we could 
not feel right about the future. We feel 
sorry for the merchants who have put 


‘in cheap help in this readjustment pe- 





One of the annual banquets held for Bowman Bros.’ salespeople and their families. 
Picnics and monthly sales meetings are also held. 





riod, and let some of their good help 
quit. 

“We have learned the last few years 
that we need only a very few lines to 
do business with. Our idea is to hold 
on to our high-grade lines, for we 
know that as soon as things start mov. 
ing a little faster in this country peo. 
ple who have been forced to give up 
higher priced shoes temporarily will 
hasten back to their old stand-bys as 
soon as their pocketbooks will allow 
them to do so.” 





Announcing 














SALE STARTS 
URSDAY, MARCH 30--9 A.M. 


BOWMAN BROS. SHOE STORE 


Roth Will Filed 


CINCINNATI, OHI0—The will of Leo- 
pold S. Roth shoe manufacturer, who 
died April 7, disposes of an estate 
estimated at $20,000 or upwards. Un- 
der the terms of the will, the income 
is to go to the widow, Mrs. Amy Net- 
tler Roth, for her lifetime. 

At her death the property is to be 
divided equally between the two sons, 
Jack Roth, secretary of the Consoli- 
dated Shoe Corp., and Fred N. Roth, 
treasurer of the same corporation. 

The widow and sons are named as 
executors. The will was dated March 
20, 1933. Mr. Roth died suddenly of a 
heart attack at his home, Crescent 
Apartments, Avondale. 

For 35 years Mr. Roth was engaged 
in the shoe business and for most of 
that time he was secretary-treasurer 
of the Roth Shoe Mfg. Co. A year ago 
the Roth Shoe Mfg. Co. merged with 
the Samuel B. Wolf Sons Co. into the 
Consolidated Shoe Corp., of which com- 
pany one of his sons, Jack L. Roth, is 
secretary, and another, Fred N. Roth, 
is treasurer. 

Mr. Roth was born in Milwaukee, 
Wis., and moved here with his parents 
when a boy. His father, who died sev- 
eral years ago, was president of the 
Roth, Bruner and Feist Tobacco Co. 

His widow, Mrs. Amy Nettler Roth, 
and two grandchildren and a brother, 
Albert, survive him, beside the two 
sons mentioned above. 
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COLOR 
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FAWN BROWN ~ 
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The authentic 


FALL COLORS 


for distinctive feminine footwear 


of 


e— 








INDIES BROWN 
COLOR 


424 








supple, glove-like calf 








NEW 
ADMIRALTY 
BLUE 
COLOR 


403 





This superior, light-weight calf leather 
is available in staple Fall colors, as 
well as a variety of specialized shades 
meeting every requirement for fine 
feminine footwear. 


These leathers and many others will be shown at booth number 4, Leather 
Opening and Color Conference, Hotel Astor, New York, May 6th and 9th. 
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AMERICAN 


HIDE and LEATHER 


COMPANY 
BOSTON 
® 
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MADEIRA 
BROWN 
COLOR 


461 







































WHAT DO YOU 
KNOW ABOUT 
FALL 





EXECUTIVES AND BUYERS APPRECIATE THE 
FUND OF STYLE AND COLOR INFORMATION 
MADE AVAILABLE THROUGH THE SEMI- 
ANNUAL SHOWINGS OF TANNERS’ NEW 
SEASON OFFERINGS AND THE JOINT 
CONFERENCE PROGRAM. THEY KNOW THE 
SHADES AND THE LEATHERS SHOWN HAVE 
AUTHORITATIVE ENDORSEMENT AND ARE 
FASHIONABLY CORRECT. 


FASHION IS ECHOING NEW NOTES OF STYLE 
IMPORTANCE FOR AUTUMN. OBSERVING 
THESE AT THE OFFICIAL OPENINGS WILL 
ENABLE YOU TO DO YOUR FALL PLANNING 
EARLY AND INTELLIGENTLY. 


COME TO THE ASTOR 
MAY 8TH AND 9TH 


TANNERS’ COUNCIL OF AMERICA 


STYLES 


? 


CONFERENCE 
For FALL 1933 


Hotel Astor -- New York 


HERE'S WHERE 
'M GOING 
TO FIND OUT 
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LEATHER 
OPENING 


eeare 


STYLE 


MAY 8th- 9th 


EXHIBIT COMMITTEE 
J. J. Lyons, Chairman 


J. W. Griess 
G. H. Mealley 


L. J. Robertson 


J. T. McCauley 
F. H. Miller 
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“TOULON" 
ALL WHITE 
IN-STOCK 
AA & B 
WIDTHS 












Toulon No. 1—4 strand 
braided sandal — color 
combinations to order. 

$2.50 


Toulon No. 2—4 strand 
kid braided sandal— 
color combinations 32 



















CRGOE  cnccccccece- 
Toulon No. 5 — Linen 
amalac piped stripping 
—all white only. .$1.5 
























or BUSINESS 
Topp BUILDERS 


Not every one is a Record Breaker, <___ * 
but—these 8 shoes have been chosen Saxony No. 1—Linen with Kid etenkhs A, 















% 3 hite 1 M)ecccese oe 1.2 
/s& and are being reordered by the most — Seiony No. '{“an “Mesh with Kid ae < 
hoe i i es) oi, ee Gere ror crit rere eae Aree 
Apes 1 . Saxony No. 
: SUZANNE exacting merchants. -—__pieingeinetnnmetivosehy sicher 








: ¥ ii TH x TOULON BABETTE 

tS ig is by far the outstanding number. North, 
East, South and West are reordering in 

Perforated and Punched Pigskin, wide strap— 4 ‘ 

yey | oe $1.25  quantities—A novel idea that has really 


clicked nationally. 


Ak Sh 
TY ae vied ease > 











SAXONY 


runs a very close second in popularity. 


MESH PATTERNS 


Babette, Selma and Solar are selling well 
in the South and: Southwest. 


SUZANNE 


. . Top grade Mesh and Kid Oxford with Saddle— 
was built especially at the request of an BA, Ra BC WH i oes ch cess cvacsdueecs $1.75 


outstanding department store who rarely 
picks a loser. 


NYMPH and CIRCE 


are two brand new ones that merit your 
serious consideration. 





Closed toe with novelty quarter in all kid or Satin BE SURE TO SEE TUPPER 
and Kid combination—AA & B widths..... $3.00 FIRST FOR UNIQUE FOOTWEAR 





Mesh and Kid Oxford—AA, A, B & C widths. .$1.35 


TUPPER SLIPPER CORP. CS LAFAYETTE ST.BROOKLYN.N.Y. 
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TANNERS TO SHOW FALL LEATHERS 





[CONTINUED FROM PAGE 21] 


—tThis shade is somewhat darker than 
the Blue of the 1933 Spring color card. 

In addition, FLINT GREY is a new 
color somewhat darker than the Grey 
of Spring, 1933. 

The following men’s colors were se- 
lected: 

TANTREE—This is a moderate light 
shade somewhat lighter than the pre- 
vious custom Tan. 

BourBsoN—This is the most impor- 
tant men’s color, having had increased 
sales during the past two seasons. 

Brown SHERRY—This is a dark true 
Brown shade, having no trace of Plum. 
It is expected to have a limited demand 
and will be confined principally to high 
grade men’s shoes. 

The National Shoe Travelers’ Asso- 
ciation will be represented and partici- 
pate in the Official 1933 Fall Style and 
Color Conference, to be held under the 
auspices of the National Shoe Retail- 
ers’ Association and other branches of 
the industry in the Astor Hotel, New 
York City, May 8 and 9. 

The first day, May 8, will be devoted 
to the meetings of the various foot- 
wear style committees; the second day 
of the conference, May 9, a program 
of addresses and demonstrations will 
be given, in which the members of the 
shoe traveling fraternity are invited. 





The Style Committee of the National 
Shoe Travelers’ Association comprises: 
M. E. Tobias, Chairman 
Brooklyn, N. Y. 
W. A. Howard, Asst. Chairman 
Brooklyn, N. Y. 
C. N. Cogswell, Boston, Mass. 
John Reedy, Los Angeles, Cal. 
H. N. Lape, Jr., Columbus, Ohio 
Harry Johanson, St. Louis, Mo. 
Paul McBride, Milford, Mass. 
Evan Slattery, Newark, N. J. 
Frank Quigley, Brockton, Mass. 
Irving Florsheim, Chicago, III. 
Halsey Elwell, Brockton, Mass. 
Fred Kuhnert, Rochester, N. Y. 
William Wigmor, Philadelphia, Pa. 


A “New Deal” for Fall 


[CONTINUED FROM PAGE 17] 


the luncheon, there will be brief re- 
marks by a few members of the trade. 

The afternoon meeting of the con- 
ference will assemble directly following 
the luncheon, when the Style Committee 
reports will be distributed. Chairman 
MeNéeil will preside over the discussion 
of the reports. Ample opportunity 
will be given for the widest discussion 
of the committees’ recommendations for 
Fall and Winter. The reports, when 
approved, will later be distributed to 
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the industry, and as such will be ac- 
cepted as a. standard guide as to color, 
materials and other features having a 
vital bearing on footwear for the com- 
ing seasons. 

The committees in charge of the ar- 
rangements wish it understood that all 
members of the industry and their 
friends are welcome to attend the 
leather show, as well as to participate 
in the meetings of the style commit- 
tees. The committees desire the pres- 
ence and constructive cooperation of 
all, in order that the leather show and 
the work of the Styles Committees shall 
be of utmost value and helpfulness to 
the entire craft. 


Predicts Two-Tone Vogue 


FRANKFORT, Ky.—M. P. Bringardner, 
stylist for Hoge-Montgomery Co., says 
that the “two-tone” or “‘fifty-fifty” 
shoe is being received by the retail 
trade with a lot of enthusiasm—that 
this type of shoe is selling in a variety 
of combinations such as dark brown 
vamp with sea sand quarter, blue kid 
vamp with white quarter, patent vamp 
with white quarter and white kid vamp 
with patent, blue and brown quarters. 
He states further that generally the 
pumps are liked better with the white 
or light or light colored vamp and dark 
quarter, while the oxfords and ties 
are selling better with the dark vamp 
and light or white quarter. 








Riding 





$400 Y 









COLT CROMWELL 


Accessories 


(Quotations in Dozen Lots only) 


SPECIAL OFFER 
PER PAIR 
Dozen Lots 


MEN’S or WOMEN’S 
English Pattern 


RIDING BOOTS 
Tan or Black—Full Leather Lined 


Boot Hooks ....$2.25dz. English Spurs . .$7.80 dz. 
Boot Jacks 4.50 dz. English Chains . 7.20 dz. 
Saddle Soap 
eee... eee Te, ae... 200d. SITUATED 
Riding Crops .. 6.00 dz. \% Ib. tins ... 2.00 dz. 
BEAUTI 











Only 
















Write for complete catalog—M-I1 today 


COLT CROMWELL CO., INC. 
Est. 1899 

~ 1239 Broadway 
New York City 








Harrisburg Headquarters 
for the Boot and Shoe Trade 


CAPITOL PARK 


in the most modern manner. 
Capitol Park, it affords a view unequalled in the city. 





ON 





FUL 





®@ Harrisburg's newest hotel offers superlative service 


Situated on beautifu! 


Single—$2.50 to $4.00. Double—$4.50 to $6.00 


None Higher 


The HARRISBURGER 


HARRISBURG, PA. 


Direction—American Hotel Corporation 
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Fel No. 63 
Muscovite 1450 
Suanee 172 
Creole 3N 
| Pavement Grey 73 
; London Smoke 76 
Buccaneer 1312 
Dragon Vert 1141 
Black 
Satin Mat 





THESE COLORS ON DISPLAY AT BOOTH 17, GRAND BALL ROOM, HOTEL ASTOR, 
NEW YORK, AT THE OFFICIAL SHOWING OF FALL LEATHERS UNDER THE 
Ce AUSPICES OF THE TANNERS’ COUNCIL, MAY 8 AND 9, 1933. 
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by specifying 


FITZ-ON 


removable 


; TOP-LIFTS 


F ITZ-ON tops are wanted by every woman 
who sees them. 


They are entirely practical, and longer wearing 
than most other tops. 


They are available on shoes carrying any style 
of Cuban or Louis wood heels. 


Fitz-On top refills are not sold by cobblers — 
women can get them only from stores selling 
Fitz-On equipped shoes. 


The first retailers to sell shoes with Fitz-On tops 
in each city are reaping a tremendous sales 
advantage. 


Your shoe manufacturer can supply them upon 
demand at less extra cost than the profit on one 
sale of refills—the average is nearly three such 
sales for each pair of shoes. 





FRED W. MEARS HEEL CO. Ine. 
140 Federal Street 
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Booth No. 33 
Hotel Astor 
New York City 
May 8-9 


























Kid Colors 
FALL 1933 


Indies (Monk Brown No. 176) is outstanding in 
fashion importance, both for volume and high 
style shoes. This color has been adopted by 
women throughout the country, as it can be 


worn with everything. 





Satin A semi-dull black with great depth of color. 


Admiralty (Byrd Blue No. 259). Dark sapphire blue 


that has become a staple. 
Flintgrey (Mouse Grey No. 31). Soft medium grey. 


Gungrey (Gunmetal No. 426). A dark grey that may 


be used alone or in combination with Mouse 


Grey. 


Charmooz Suede kid in black, grey or dark brown. Very 
pliable and light on the foot. 


Amaleos Amalacs, Reptiles and Grain effects. 


Seather Companies, Gne. 


Tanneries—WILMINGTON, DELAWARE 
New York Office... 84 GOLD STREET 
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» HOW’S BUSINESS? < 





Reports Better Business 


CINCINNATI, OHIO—W. E. Newbold, 
owner and manager of the Newbold 
Bootery, Inc., Race Street, one of the 
most exclusive shoe shops in Cincin- 
nati, reports a marked increase in busi- 
ness in the last six weeks. An addi- 
tional sales force has been added and 
orders have been doubled for some lines 
of goods. 

Mr. Newbold has been optimistic 
about the outlook for the better shoe 
business since the opening of his boot- 
ery and has found his faith more than 


justified. “I have not considered in my 
business that the word ‘depression’ 
exists,” Newbold said. “There are 


plenty of people who want the best in 
footwear that money can buy and I am 
catering to that sort of trade.” 

Blue and gray leads in color choice 
with white following. A gun metal tie 
at $12.50 is one of the smartest things 
ever shown in this city. Stockings and 
bags to match the shoes have a large 
sale. 

White suedes piped in gold, blue and 
black kids piped in white, beige calf 
laced ties with brown kid trim and 
plain black patent leathers are being 
shown in the bootery windows, whose 
only decoration was a sheaf of Easter 
lilies. 


Brockton Plants at Capacity 


BrRocKTON, MAss.—A remarkable in- 
crease in salesmen’s orders and in- 
stock ordering has been received by 
local factories during the past week. 
The usual after-Easter let down did 
not materialize this year, in fact orders 
poured into the factories in sufficient 
quantities to insure many plants to go 
at once on full time. 

More buyers have visited the local 
factories during the current week than 








in several years previous. Conservative 
executives definitely state that in 
their belief that a decided up-swing 
in buying is being experienced. It is 
known that retail stocks of wanted 
shoes are very low, as one manufac- 
turer put it, “If the mails went out of 
business for a week, the stores would 
be practically without needed shoes, so 
closely are they operating.” 

South Shore manufacturers are look- 
ing for a continuance of this business 
spurt to carry them through for the next 
two months at least. As a whole, busi- 
ness is considerably better than a year 
ago, with indications that it will hold. 


Sees Higher Price Trend 


BUFFALO, N. Y.—Controlled and 
orderly price advances would do much 
to stimulate the retail footwear busi- 
ness, says Fred C. Jahraus, president 
of the Jahraus-Braun Co., featuring 
Enna Jettick shoes for women. “What 
we must guard against is a panic on the 
way up,” added Mr. Jahraus. “Unques- 
tionably the bottom of the price decline 
has been reached and we should witness 
a slow, steady revival in business. One 
thing we are absolutely sure of and that 
is merchandise bought today will be 
worth at least what we paid for it 60 
days hence. The downward price trend 
in the wholesale field has been definitely 
checked.” 








HIDE FUTURES SOAR 


Hide futures soared in unusually heavy trading 
during the week ended April 21, registering net 
gains cf 110 to 120 points with a turnover of 
close to 15,000,000 Ib. The highest levels of 
the year were established during the course of 
the week with values 80 per cent higher than 
during the corresponding period last year. 

The domestic spot hide market was also fea- 
tured by sharp price advances in line with the 
other major commodity markets. 
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Pittsburgh Has Good Business 


PITTSBURGH, Pa.—Good Easter busi- 
ness in both men’s and women’s shoes 
was reported by Pitstburgh shoe re- 
tailers. 

Grays and water snakes were in de- 
mand at Berland’s, and a good many 
sandals, mostly in punched pigskin, 
were being sold, A. Arnold, manager, 
said. Hosiery sales averaged about a 
pair and a half to each shoe customer. 

The men were favoring narrow toes 
at the Stetson Shoe Shop, said Man- 
ager R. Bruce Murphy. Sales were 
mostly for black shoes, although tans 
were coming into season. 


Reports Good Business 


NEWARK, N. J.—Johnston & Murphy, 
manufacturers of men’s shoes reports 
an upturn in orders and the plant at 
42 Lincoln Street is operating five days 
a week. There has been a noticeable 
trend toward Summer weight shoes, 
and retailers have been increasing their 
orders for this style in anticipation of 
better buying as the warmer weather 
sets in. 


See Big Beach Season 


RocHEstTerR, N. Y.—Shoe factories in 
the Rochester area continued their 
moderate pace last week with produc- 
tion stressing shoes in the $6.50 class 
after an Easter of considerably less 
than average business. Rochester fac- 
tories let down a trifle, although slipper 
factories in Dansville and central New 
York stepped up in anticipation of a 
fairly heavy beach season. 


Cincinnati Shoe Co. Moving 


CINCINNATI, OHI0O—The Cincinnati 
Shoe Co. will move their general offices, 
in-stock department and _ salesroom 
about May 1 from the Chamber of Com- 
merce Building to 817 Main Street. 
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Reports Large Sales Increased 


Nathan J. Levy who is in charge of 

‘the Eastern sales office for the Irving 
Drew Company of Portsmouth, Ohio, 
was very happy to receive the follow- 
ing telegram from his factory: 

“Organization more encouraged than 
ever. Sales now fifty-eight per cent 
ahead last year. Congratulations to 
sales organization. Continue the good 
work through April. Stock catalogs 
being mailed today should give added 
volume. Stock orders now being ac- 
knowledged. Inflation might change our 
present price situation.” 

It is indeed gratifying to note the 
wide and universal response of the 
trade to the Irving Drew Company’s 
new policy, recently initiated. The 
phenomenal increase of sales over last 
year is the direct result of this policy, 
wherein the dealer is receiving all the 
benefit of price, yet receives the same 
quality and high standard of workman- 
ship which has always characterized 
the Drew Shoe. 

Levy has put a tremendous lot of 
work in developing the trade in his ter- 
ritory and has shown a handsome in- 
crease in sales. He feels he. and his 
sales organization have played an im- 
portant part in causing this telegram 
to be issued. 








Correction 


In our issue of April 15, we stated 
that Samuel Kushins of Oakland, Cal., 
has purchased the Menihan Shoe Co. 
of that city. 

Actually, B. Kushins and H. Pome- 
rantz sold in bulk, a stock of shoes 
known as the Menihan stock of shoes. 
The Menihan Shoe Co. never operated 
this shoe department, nor did Sam 
Kushin buy the department. 





Baker Bros. to Move 


BROCKTON, Mass.—Lee Baker, pro- 
prietor of Baker Bros. Shoe Store, an- 
nounces the signing of a lease for a 
room in the Olympic Building. Plans 
for remodelling have been completed 
and it is expected that by the end of 
May, this city will see one of the best 
equipped shoe stores in this section. Mr. 
Baker has~recently returned from an 
extensive trip, in which the best points 
of many shoe stores and departments 
have been studied at first hand. 

A recent issue of The Brockton En- 
terprise had this to say relative to the 
firm: 

“Back in the gay 90’s—October, 1896, 
to be exact—two Brockton boys with 
a little knowledge of shoes and sales- 
manship, very little money, but nerve 
enough to borrow from relatives and 
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Main street shoe store from the widow 


of John H. Carr, mother of Mrs. Frank | 


E. Cobb of this city. Even after bor- 


rowing more than they were entitled [ 


to they didn’t have enough, so Mrs, 
Cobb kindly took a chattel mortgage 
on the fixtures. 

“Kind-hearted shoe manufacturers 
helped the struggling young firm to 


reputation, selling only shoes of the 
best quality, carefully fitted, and it 
must have been hard to fit properly in 
those days, for fitting stools and foot 
measuring devices were unheard of. 


shoe store has really a record of 51 
years of uninterrupted success, all of 
which, Mr. Baker says, proves that 
square dealing, careful management, 
service, honest and continuous Enter- 
prise advertising spells success. 

“Twenty-six years ago the business, 
having outgrown the quarters in the 
Goldthwaite building, moved up the 
street to the store now occupied by 
the Brockton Trust Co. Believing that 
a shoe store was the most logical place 
for women to buy hosiery, Baker Bros. 
opened the new store with a fully 
equipped hosiery department—the first 
complete hosiery department ever open- 
ed in any shoe store in the United 
States—a department which is still a 
very flourishing feature of the busi- 
ness. 

“The store formerly occupied by 
Hollman’s baggage shop in the Olym- 
pia building is now being renovated. 
Fixtures are being renewed as readily 
as possible, and the firm will occupy 
the new quarters some time in May. 

“Edward Baker of Halifax, Mass., 
and St. Petersburg, Fla., retired in 1912 
from the firm. The business has since 
been conducted under the same name 
by Lee Baker. Baker Bros. has been 
located at 66 Main street since 1918.” 





Opens Juvenile Store 


DALLAS— Henry Burstin has an- 
nounced the opening of his Henry’s 
Juvenile Shoe Store at 1811 Elm 
Street, across from Volk Bros. Mr. 
Burstin formerly operated the Henry 
Company above a Woolworth store in 
downtown Dallas and sold both grown- 
up and juvenile shoe types. Mr. Bur- 
stin’s present location, 18 x 60 ft., is 
his first downstairs location in Dallas 
and his first store devoted to the sales 
of children’s shoes exclusively. He is 


assisted in managing his shop by Wall- 
ace Mason. 

“White kid and white buck shoes 
are making up the bulk of our chil- 
dren’s shoe sales now,” Mr. Burstin 





said. 


all the directors of one of the local H 
bawks was willing to risk, bought the fF” 


the extent of 30 days extra on the first | 
payment. ‘Fortunately, and profitably, | 
Lee Baker says, ‘that was the first and © 
last time that Baker Bros. have ever © 
asked for credit, and every bill since © 
December, 1896, has been discounted.’ ~ 

“Mr. Carr, the previous owner of the ~ 
business, had always enjoyed a high © 











“Mr. Carr had purchased the store f 
from George Caldwell in 1882, so the 
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No. 11 of a series of pen and camera 


sketches in a modern tannery, tracing the conversion of raw goatskin into Glazed Kid. 





Heavy, powerful, delicately-complex ma- 
chines where they will turn out good work 
. . hand methods for certain types of 
skins which the machines cannot handle 
as satisfactorily. In this room is a clear 
contrast between the “old and the new.” 
In the staking room each skin is made 
pliable and the stretch taken out of it; 
here it is worked and reworked until its 
solidity of texture and all-over flexibility 
and action has that complete uniformity 
that is so desirable. 
But let us go back and pick up the skins 
where we left them at the end of sketch 
No. 10. 
Stiff from the air drying, they are put 
in “crust,” where they lie in an ordinarily 
humid room from several days to a week. 
Here, the hygroscopic (water-absorbing) 
glycerine that has become so thoroughly 
and evenly distributed through each skin, 
pulls moisture from the air until the skins 
begin to mellow. The dampening is then 


intensified by stacking them in piles having 
alternate layers of damp sawdust and skins. 
Here they soak up much more moisture in 
preparation for staking. 

When they arrive in the staking rooms, 
damp, every one of them is first staked by 
machines. Because the handworkers do 
better work on the skirts and shanks of 
the smaller skins, these latter are then 
turned over to them to be finished while 
the large skins are finished (equally well) 
on the machines. The principle of staking, 
whether done by hand or by machine, is 
to pull a skin back and forth across a 
hard edge (a sharp, steel blade is used) 
until its stiffness is altogether broken up. 
It is interesting to watch how the hand- 
staker “works” a skin by throwing his 
weight into “kneeing” it. And this means, 
of course, that his knee must be bare in 
order to give him a good purchase on the 
skin—and it is an amusing sight to see 


these men standing around in trousers that 
lack one leg. 

Having been staked damp, the skins next 
go into another drying room, and they are 
then piled in a staking crust room. After 
mellowing there for two days, they are 
staked again—while they are dry, instead 
of damp, and with a different tension on 
the machines—and this time the process is 
called “perching.” In addition to taking 
out extra stretch and stiffness, perching lifts 
the fibres of each skin and makes it more 
full, softens and cushions it. 

And now we see that, of a sudden, sensuous 
touch-beauty has become an integral part 
of each piece of kid—silky softness, smooth, 
solid plumpness, firm texture yet perfect 
pliability. To this has now only to be 
added appearance-beauty, the lustrous, per- 
fect sheen that glazing ‘will bring. Then, 
uniformly and carefully graded, this lot 
we have been following will be “Surpass” 
Kid in every sense of the word. 





SURPASS 


LEATHER CO. 








Black and colored glazed kid for 
outside stock and linings (also gen- 
uine Kangaroo) can be obtained 
from Surpass in any grade and 
of standard unvarying quality 


gth & Westmoreland Sts. 
PHILADELPHIA 
New York Boston Chicago 
Cincinnati Milwaukee St. Louis 
London (England) 
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ALL LEATHER FASHION SHOW 














To show the adaptability of leather to hats, outer garments, and a hundred and 
one accessories, the A. C. Lawrence Leather Company conducted a still-life fashion 
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show at the Waldorf-Astoria Hotel in New York City. 


A fashion salon revealed all of the 


possible uses of leather in garmentry. In 


emphasis of outdoor life, the country club—the group above showed four major 


possibilities of leather. 


The collection was shown in five major groups; “In Action,” “Country Club,” 
“About Town,” “Quick Changes” and “Dress-Up.” 
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Sport Shoes Lead in Brockton 


BrocKToN, Mass. — Brockton’s fac- 
tories and the South Shore in general, 
following a most successful eastern 
run, are devoting the main part of 
their production to sport footwear, in 
what has been admitted to be the big- 
gest sport season of the past five years. 

Sport shoes are receiving first call 
on all advance orders with white buck, 
as predicted earlier in the season by 
the Boot & SHOE RECORDER, surpass- 
ing all other sport effects for early 
Spring and Summer wear. All-over- 
perforated patterns are in the line of 
every manufacturer and their accept- 
ance will be watched with much inter- 
est. 

While white patterns. ovreferably 
with wing-tip effects, are leading at 
present, many well-known makers are 
startine on new runs with black calf 
and kid piving effects and other varia- 
tions, while white calf with black calf 
saddle effects are receiving much at- 
tention among volume buyers, with 
black and white and brown and white 
next in order. Two-tone calf and elk 
vatterns follow, with the all brown 
grain and Norwegian leathers much in 
evidence in moccasin effects with eom- 
position and sviked soles for golf wear. 

Makers of the top grade lines report 
a demand for oxfords of Pigrain or 
genuine pigskin, while the brown suede 
oxford is destined to receive a demand 
in the better grade stores the coming 
season. 

Discountine the spurt leading up to 
the Easter buying period, Brockton 


| factories have showed no marked in- 
crease, though a number of factories 
have recovered many accounts the past 
60 days that have been off their books 
for some time, with indications that 
others are confident of resuming rela- 
tions soon with a large number of ac- 
counts they formerly sold. 

Adjustment of labor conditions in the 
Brockton district the past few months 
has been responsible for the return of 
the old accounts, and manufacturers, 
in general, are highly optimistic as to 
the future. 


April Rubbers 


Boston—“April showers bring May 
flowers.” That’s the tradition. But 
the reality this year is that April floods 
brought a record wearing of rubbers. 

April downpours, after the wettest 
March in 52 years, forced a multitude to 
climb into rubbers, lest they get web- 
footed. Winter arctics and rubbers 
were kept in service along city streets 
until holes were worn through their 
soles, and out in the sticks rubber boots 
were put on, for in the lowlands people 
had to wear rubber boots for wading 
to their houses, while the meadow lands 
of the farms were turned into frog 
ponds. 

New England never saw the like of 
such wet April weather. 

‘If the storms had only come in No- 
vember, instead of April, what would 
have been the sale of rubber shoes? 
However, a lot of them have been worn 
to shreds in the April floods, and new 
supplies will be needed for next season. 
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ALSO ‘*PICO”’ “‘RIBBO”’ NEW WEAVES 





At the Astor, May 8-9 


REPTILES FOR FALL 


CALCUTTAS 
DIAMOND SNAKES 


THE NEW OUTSTANDING 


ALLI-GRETTO LIZARD 
Daintier Than Baby Alligator 


MARCUS A. HEYMAN, Inc. 


BENGALS 
ERMINES 










47 West 34th St. 








What's in the Cards for Fall? 


who could spend a day studying the 
things that go on in this Spring’s 
clothes would have all the details he 
could use for a Fall line. Instead of 
working along the old accepted lines of 
shoe design, the smart designer today 
goes out and gets “clothes conscious” 
and his shoes have a new fresh appeal! 


The Color Picture 

This year—definitely—we have a 
new deal in colors. Oh, yes, the old 
black and brown will be the good old 
standbys. But don’t let it go at that. 
Your new browns this year will be dif- 
ferent browns. Your black will be a 
different black. And grey is to be 
reckoned with. Remember what hap- 
pened with grey this Spring and be 
sure that grey is not finished yet. Not 
only is it important in itself, but it 
affects the color cast of other shades. 
The overwhelming acceptance of grey 
suits for Spring has not exhausted their 
appeal and many will be revived for 
early Fall wear. This trend gives a 
very definite place for some grey shoes 
—darker grey than that used for 
Spring. 

Do you know exactly what Eel grey 
is? It’s the color the RecorpER first 
talked about two months ago as a domi- 








[CONTINUED FROM PAGE 19] 


nant influence on Fall costume colors. 

It’s a dark brown grey—a color spon- 
sored, again, by Schiaparelli. On the 
new color card, Taupe Brown is a little 
browner than the original Eel grey of 
Schiaparelli. Gungrey, on the other 
hand, is a little greyer. Taupe brown, 
in our opinion, is a more pleasing com- 
bination with Eel grey in fabrics. Ac- 
cessories are always better when they 
are warmer rather than colder in com- 
parison with the costume itself. Gun- 
metal silk kid, introduced by a few for 
presented wear, is mentioned as a bet- 
ter trend for Fall. Don’t underestimate 
—or overestimate—the importance of 
Eel grey clothes and brown taupe leath- 
ers. This grey-brown will start out as 
a fairly high fashion, but, unless we are 
very much mistaken, it will quickly get 
into its stride as a dominant neutral 
shade for coatings. Set off with fur 
(and it is lovely with silver fox and the 
other leading furs) it’s going to be a 
pretty versatile color. In Paris right 
now smart women are getting interested 
in Eel grey (taupe brown shoes) and 
this interest is bound to be reflected 
over here. 

Somewhat colder greys (of the Gun- 
grey family) we expect to see more 
emphasized in tweeds and _ tailored 





clothes. Undoubtedly they will be more 
versatile and more salable at the be- 
ginning of the season, at least, than 
the taupy colors. 

Browns for tailored wear have defi- 
nitely broken off from the greyed-down 
browns of formal clothes and are go- 
ing rusty in color. Browns of the 
swagger brown family and on into the 
ox-blood cast are going to be very, very 
important in our tailored oxfords. 

Middle tones of grey and of brown 
(faun and flint grey) have their chief 
value in combination shoes with a lim- 
ited but smart appeal. Black takes on 
a new character, too. Brighter blacks 
are coming into clothes in place of the 
dull weaves we have had for several 
seasons. Satins will be smart in 
dresses. Also ribbed failles. Wool coat- 
ings will have more gleam to them. 


What about black in shoes, then? 
They should have lighter, brighter 
touches. Black suedes, for instance, 


need the accent of patent leather or 
luster kid to set them off. Shoe fash- 
ions and costume fashions are leading 
into each other’s hand very cleverly 
this year. It’s a good game of part- 
nership bridge they are playing for 
Fall! 
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Men’s Fine Shoes 
OLD COLONY SHOE CO. 
MEW YORK Brockton, 
lal 1t-t hah | MASS. 1e HIGH ST. 











CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 





Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 


Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y. 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 
































EAST WEYMOUTH, MASS. 





Partnership Dissolved 


NAPOLEON, OHI0—The partnership 
of Wendt & Bokerman, which operated 
‘a retail shoe store has been dissolved, 
with W. J. Wendt taking over the 
interest of his partner. 








Bank Advertises Shoes 


PORTLAND, OrRE.—When a bank ad- 
vises saving, that’s commonplace; but 
when a bank advises spending, not 
only for shoes but for every other com- 
modity, that’s news. And such is the 
case with the First National Bank of 
Portland, now running a very effective 
series of confidence-gaining advertise- 
ments referred to as the “Back to Bet- 
ter Times” series. 


FANN 


Better Shoes--- Finer Workmanship 
at loweSt prices in years! 

















As hy tt Se 


Shoes, as the adjoining broadside of 
the sixth advertisement of the series 
shows, received prominent position in 
the campaign. Other subjects included 
were: Men’s wear, women’s wear, home 
furnishings, real estate, electrical ap- 
pliances, travel and such. 

Prominent position in each advertise- 
ment was given the table of compara- 
tive prices on the items under consid- 
eration. Tabulation of shoes showed 
the range from 1918 to 1933 with the 
most marked drop appearing from 
1928 to 1933 not only in men’s and 
women’s, but in youth’s and children’s 
shoes also. The comparative prices 
were obtained from the Better Busi- 
ness Bureau and the advertisements 
were endorsed by and prepared in co- 
operation with the Portland Chamber 
of Commerce. 

Letters from merchants of the city 
and from several manufacturers of 
lines included in the series have already 
been received by the bank and more 
than 150 easel displays of the ads have 
been used with window displays by de- 
partment stores and specialty shops. 

Each advertisement is five columns 
by 16 in. and newspaper space has 
been used because E. B. MacNaughton, 
president of the First National Bank, 
states that he feels this is the most ef- 
fective media for this type of adver- 
tising. “The most constructive thing 
financial institutions can do today is 
encourage people to more normal hab- 
its of spending,” he added in explain- 
ing the bank’s purpose in adopting the 
series at this time. 


Boot AND SHOE RECORDER a 
combining THE SHOE ReraiuerR, April 29, 1933 F 


| T..S. Childs, Jr., with Simmons 





Corp. 


HartrorD, CONN.—Thomas S. Childs, 
Jr., was elected secretary of the W. G, 
Simmons Corp. at the recent annual 
meeting. This is Mr. Childs’ first con. 
nection with the retail shoe establish- 
ments which his father, Thomas §, 
Childs, of Holyoke, Mass., headed. Pre. 
viously, he had been with R. H. Macy 


& Co., New York City, as a junior | 


sales executive. He is bringing a 
wealth of new ideas to the business. 
Other officers elected were his 


brother, Benjamin W. Childs, as presi- | 


dent; O. C. Martin, vice-president; 
Richard P. Martin, treasurer, 
R. M. Austin, assistant treasurer. 





Has Personal Checking Service 


DETROIT, 
manager of Hanan and Son shoe shop 

















and © 


MicoH.—M. Van Alstine, | 





on West Adams Street, believes he has | 


met the nerviest customer—or rather 
non-customer—in a long season. The 
man left a parcel with the store for 
safekeeping, without even making a 
purchase there. He called Van Alstine 
at dinner that night, insisted he come 
down to open the store for him at once, 


to get his parcel out—and bawled Van | 


out for finishing his dinner first be- 
fore coming back. Van wonders now 
whether the package was a pair of 
shoes he bought from another store! 





E. Bordeleau Transferred 


PAWTUCKET, R. I.—E. Bordeleau is 
now managing the new I. H. Morse 
shoe store. He was formerly in charge 
of the I. H. Morse branch in Lowell, 
Mass. The local store is the latest ad- 
dition to the Morse chain. Enna Jet- 
ick shoes will be featured as hereto- 
fore, while the store name will be 
changed. This city is Mr. Morse’s “old 
home town,” so he intends to take a 
personal interest in the development of 
this particular store. 





C. W. Martin Becomes Retailer 


BuFFALO, N. Y.—C. W. Martin, who 
formerly sold shoes on the road has 
leased the shoe department in the new 
haberdashery and clothing store of 
Whyte and Co., Walbridge Bldg. Mr. 
Martin is widely known in the trade 
and a thorough-going shoe man in every 
respect. His department is just getting 
into full swing. 





Joslin Remodels Shoe Sections 


DENVER, COLO.—Since the complete 
remodeling of the first and second floors 
of the Joslin Store, shoes have now 
found a new location on the second 
floor adjoining the ladies’ dress depart- 
ment. The shoes occupy the corner 
nearest the elevators over on the Curtis 
Street side of the floor. The furniture 
and fixtures are of cream and maroon 
color with carpets, chairs, and draperies 
all in delightful harmonies. 
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8S. CHASE & SONS, INC., 
HAVERHILL, MASS. 
in Stock Mon’s Full Leather Lined 
Handturned Slippers 
Priced from $1.35 
Kid Pullman Slippers 
colors and black with 
Snap Pocket 1.35 
Zipper Pocket $1.50 
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Gelf Adjusting Shee 
A gentie squeeze inserts or 
Write for unique 


SIMPLEX SHOE 
TREE COMPANY 


CHICAGO 






ADAMS ST 
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Riding Boots 





oe 6 Oe Oe Cee 


| RXDING BOOTS 
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\ For Men, Women and 
4 Children—also 
Jodhpurs and Field 
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» STORE CHANGES 4 





| Moves Budget Shop 


Los ANGELES — Weatherby-Kayser 
has moved its “price” shoes for women 
from the basement to a newly opened 
budget shop on the second floor of the 
Broadway unit. The new shop fea- 
tures price quality shoes ranging from 
$3.95 to $4.95 with a slightly higher 
priced health shoe. The budget shop 
shares space with the children’s shoe 
department, while the basement area is 
now given over to men’s shoes entirely. 
Heretofore men’s shoes occupied only 
a portion of the basement. 


Phillips Discontinues Branch 


SEATTLE, WASH.—Cress Phillips, 
general manager of the Phillips Shoe 
Stores, announced that his uptown 
store will be discontinued. This store, 
located at 1527 Third Avenue, was 
closed for two days during the mrark- 
down for the close-out sale starting 
Wednesday, April 5. The Phillips shoe 
stores are pioneers of the section, be- 
ing founded in 1892 by N. C. Phillips, 
C. D. Phillips and J. M. Phillips. The 
second Phillips store, which will not be 
discontinued, will remain in business at 
1313 Third Avenue, where it has been 
for more than 26 years. 


Cohen Store May Continue 


PAWTUCKET, R. I.—The A. Cohen 
Shoe Store, which was completely gut- 
ted by fire a month ago, will probably 
resume business in a new location if 
present plans are carried out. A. 
Cohen, Sr., will retire, having served 
a full half century in the retailing of 
shoes. His son will succeed him in 
carrying on the name and the business. 
This store was the No. 1 customer for 
Walk-Over shoes, being sold by George 
E. Keith on his very first sales trip. 





Store Changes Policy 


SEATTLE, WASH.—Under management 
of H. M. Jones, Baxter’s Fifth Avenue 
shoe store here was changed exclusively 
to a Florsheim shoe store this week. 
This Baxter location at 1506 Fifth 
Avenue will thus feature only the 
famous Florsheim shoes for feminine 
wear, with a complete stock of new 
Spring styles in every mode. Baxter’s 
store at 1406 Second Avenue will con- 
tinue to show all present lines of shoes 
with the exception of Florsheims. 


Style Shoe Co. Incorporates 


RICHMOND, VAa.—Style Shoe Com- 
pany, Inc., of Hampton, Va., with maxi- 
mum capital of $10,000, has been 
granted a charter by the State cor- 
poration commission to engage in the 
retail shoe and boot business. W. R. 
Taylor, of Hampton, is president. 








Shoe Department Continues 


QLEVELAND, OHIO — The Intrater 
Shoe Co., which operated a shoe de. 
partment in the Jay Cobb Co. store, 
continues to operate the department 
although Jay Cobb left Cleveland and 
the store was later taken over by the 
Tyroler Co. Leon Meyers is manager of 
the shoe department, located on the 
fourth floor. Business, he says, is im- 
proving. 


New Ostrov Branch 


LORAIN, OH10—The Ostrov Shoe (o, F 


which has been operating here for the 
past 12 years opened an entirely new 
retail store at 524 Broadway. 


which features Spring styles for both 
men and women. 


Adds Basement Department 


CLARINDA, IowA—Brown’s Shoe Fit 
Co. is being enlarged with additional 
space for the basement department to 
be in charge of G. B. McNulty. The 
price range in this section is to be 
49c. to $4.98. Forest Klepinger is man- 
ager. 


Frank Prottas Now Buyer 


NEw LONDON, ConN.—Harris’, a new 
women’s wear store which has been 
opened at 76 State Street by Samson 
Harris, contains a women’s shoe de- 
partment which will be managed by 
Frank Prottas formerly proprietor of 
Frank’s Bottery. 


Shine Shoe Co. Closing 


MONTGOMERY, ALA.—The Shine Walk- 
Over Shoe Company of this city an- 
nounces it will go out of business as 
soon as stocks on hand are sold. The 
firm was organized 20 years ago. 


Mills Shoe Store Closes 


PORTLAND, ORE.—Sam Swirsky of 
Baron’s shoe store bought the Dave 
Mills Shoe store at 330 Alder Street. 
He is closing out the store. Mr. Mills 
has joined the shoe department at 
H. Liebes & Co. 


Hook Heads Utica Store 


Utica, N.Y.—H. H. Hook has taken 
over the Cantilever Shoe Shop at 18 
Bank Place, which he had managed for 
the past decade. He will continue busi- 
ness at the same address. The pres- 
ent name is to be used until incorpora- 
tion papers are drawn up. Associated 
with Mr. Hook is T. J. E. Millard. 

A. L. Kranz, assistant manager for 
six years, will continue in that capac- 
ity An Oneida branch of the Utica 
store was opened Monday, with Miss 
Ada Millard and T. J. E. Millard in 
charge. The store is at 170 Main 
Street, Oneida. 





















Lew | 
Garfield is manager of the new wnit © 
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UNITED CUSHION HEEL 


is so fine that it is 
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Look for the 
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ITS QUALITY 


is just aS superior as its appearance 
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7 THE TRADE-MARK 


is the hall mark of fine shoemaking 





‘| | UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 














mention Boot and Shoe Recorder 





When writing advertisers please 





60 







hl el i eh i i ee ei ed 


WHERE TO BUY 


Women’s Shoes 
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GENUINE HAND TURNS 
$Q-75 “WATCH 





No. 1108—WHITE KID "EDNA"” 


20/8 heel—AAAA to C, 
2'\/n to 8 


DODGE, BLISS & PERR 


co., 
INC. 
WEWB URYPORT, MASS. 
“THE CORRECT DODGE FOR ALL OCCASIONS” 
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Children’s Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
infants’ Soft Soles...0-3 
intermediates ........ 1-5 
Flexible Hard Seles. . 
Send for In-Btook 
Catalog 





MRS. DAY’S IDEAL BABY 
SHOE co. 


Locust St. Danvers, Mass. 











168 NUMBERS IN STOCK 
Write for New Catalog. 


SHOE MFG.CO. 


MILWAUKEE.WIS. 
H LANE BROS. CO., Boston, Mase. 








NEW ENGLAND STATES DISTRIBUTORS 





SPORTINBAK 


FLEXIBLE 
ANKLE — 
s 





PR 
LIGHT SMOKE 
2 te 6 $1.35 6 te 8 $1.55 


Ct 
EPHRATA SHOECO., Inc. 
EPHRATA, 


Boor AND SHOE RECORDER 
combining THE SHOE RETAILER, April 29, 


LARGE SIDE OF 





What is believed to be the largest 
side of patent leather ever produced by 
any tanner in America, measuring ap- 
proximately 50 sq. ft., sufficient to 
make 72 pairs of children’s shoes or 
between 30 and 40 pairs of women’s 
shoes, was recently produced by the 
Colonial Tanning Co. of Boston. Man- 
ufacturers and tanners who have ex- 
amined this freak skin, which required 
special handling in the process of its 
tanning, are in a quandary as to the 
actual size of the animal which pro- 
duced this rare specimen of leather. 
It was necessary to japan the skin 
in four different operations to obtain 
the enamel surface, as no frame was 
large enough to hold the skin and no 
oven large enough to take the enamel 
on at one operation. 

While the average skin measures ap- 
proximately 15 sq. ft., Joseph Kaplan, 
of the Colonial Tanning Co., states 


Bacon Buys Frank Store 


SEATTLE, WaAsH.—J. E. Frank, a 
pioneer Ballard shoe merchant, with 
store at 5447 Ballard Avenue, is re- 
tiring from the shoe business in this 
city. The Frank store location is be- 
ing taken over by Sanford L. Bacon, 
who severs his connection with the 
Central Shoe store at 2207 Market 
Street to open Bacon’s Shoe store, 
which with combined and enlarged 
stocks will be one of the best equipped 
shoe stores in the suburban district of 
Seattle. Mr. Bacon is well known in 
California, and for the past eight 
years has been in the shoe business in 
Seattle. He has been 20 years in the 
shoe business on the Coast. 





Adds Corrective Line 


BALTIMORE, Mp.—O’Neill & Co., de- 
partment store, Baltimore, Md., in its 
desire to offer its footwear clientele 
footwear embracing style and features 
designed to render foot-health and foot- 
comfort, are now featuring a new line 








of shoes known as the Welton Shoes. 
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1933 






PATENT LEATHER 





that their average size for two million 
sides of patent leather is about 16 ft., 
so that this freak skin is approxi- 
mately four times larger than the 
average size skin received. 

The hide is from a cow raised in 
California and shipped to the Middle 
West, where it was killed in the pack- 
ing plant of Swift & Co. Veteran tan- 
ners, who have viewed it, claim it is 
the largest side of chrome patent 
leather ever made in America. 

The Colonial Tanning Company is 
willing to donate the skin to any mu- 
seum, or to any manufacturer who is 
willing to make shoes for charitable 
causes. 

The tanners of this rare specimen 
point out that the actual skin was four 
or five feet larger than the finished 
hide, this amount of trimming being 
necessary after the skin was treated 
and japanned. 








These shoes, for women, exclusively, 
and selling for $8.50, are manufactured 
according to special specifications of 
the concern. In the styling of this line 
there has been included a specially con- 
structed steel shank. The shoes also 
include a metatarsal pad, which is re- 
movable, for comfort. 





Starts Basement Department 


YOUNGSTOWN, OHIO—The Lustig 
Shoe Co. has opened a downstairs de- 
partment, featuring popular priced 
footwear, in two price lines. Entrance 
to the downstairs department is just 
inside the main store entrance. The 
basement: was extensively remodeled 
for the new department. 





Dorn Out of Business 


CLEVELAND, OHI0—The Dorn Shoe 
Co., 226 Public Square, has closed out 
its business following a lengthy re 
moval sale. The Dorn store had been 
a fixture on Public Square for many 
years. 
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TO $3.50 SINGLE 
NONE HIGHER 


600 LARGE, CHEERFUL ROOMS 


Private underground passage 
from Pennsylvania Station... 
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UP-TO-DATE ROOMS 
AT DOWN-TO-DATE RATES 


> oe 


TO $5.00 DOUBLE 


saving taxi fare. One block from 
Fifth Avenue and Empire State 
Building. Subways, elevated 
lines, buses and trolleys stop at 
door. Direction — American 
Hotels Corporation. 

GEORGE H. WARTMAN, Manager 


So" HOTEL 
MARTINIQUE 


BROADWAY AT 32ND STREET .- 


NEW YORK 
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Shop the Mar- 
bridge Building — 
Headquarters for 
Value and Style 


_Under one roof ... the showrooms 
of the shoe age leading man- 
ufacturers ... easily accessible to 
retailers and buyers, who, in one 
visit, may learn all that is new and 
smart in the shoe world. 

The coming season’s outstandin 

shoe styles are on display now a 

the Shoe Buying Centre in New 
York... the crossroads of the 
trade... the Marbridge Building. 
Come and see them before you buy! 





1328 BROADWAY sfke. NELU YORK 





Tannery Operations Increase 


MILWAUKEE, WIs.—Tanneries here 
are operating at a little higher level 
than in 1982 and substantially above 
that of earlier this year, the demand 
for leather having increased consider- 
ably, not entirely due to the seasonal 
requirements. Hide prices are advanc- 
ing and the higher raw materials will 
undoubtedly be reflected in increased 
leather prices. 

Announcement has been made of the 
Amder-Limon Leather Tanning Co. 
taking over the old George Martin tan- 
ning plant at 602 N. Commerce Street, 
putting over 150 men to work. 

At Pfister and Vogel’s the firm has 
increased its forces considerably in the 
past two months, B. A. Pierson, secre- 
tary-treasurer, stating that “we are 
doing fairly well,” operating at about 
65 per cent of capacity. 

Edwin A. Gallun, president of A. F. 
Gallun & Sons Corporation, stated that 
“volume of business is fair. We had 
a seasonal gain just before Easter and 
we are running a little ahead of last 
year and above its level. There are a 
lot of empty shelves to be replenished, 
both in stores and homes,” Mr. Gallun 
added. “As soon as it is seen that 
prices have become stabilized, buying 
will get under way.” Gallun’s have 
close to a normal force at present. 

A little seasonal advance was felt at 
Albert Trostel and Sons, production 
being steady. 





Myron Laskin, president of J. Las- 
kin & Sons, Inc., stated that business 
was a little better than last year. 
Prices are not fully satisfactory as yet, 
but are better than they were a year 
ago. The firm increased operations 
somewhat in the past month, recalling 
some old employees and bringing the 
total number to about 210, all on a 
full-time basis. Further improvement 
is looked for by June. Orders have 
been coming in from manufacturers of 
sheep lined and suede garments. 





Special Color Display at 
Leather Opening 


New York.—The Exhibit Committee 
of the Tanners Council announces that 
the innovation at the last opening of 
showing grouped by colors the inter- 
pretations of the various tanners of 
the official colors chosen for Fall and 
Winter will be repeated at the forth- 
coming opening to be held on May 8 
and 9 at the Hotel Astor. 

Each exhibitor is being invited to 
submit one skin of each of the colors 
which he makes of those officially desig- 
nated for Fall and these skins will be 
segregated as to colors and shown on 
special racks in a room adjoining the 
Grand Ball Room of the Hotel Astor. 

These racks will show the three new 
high-style colors and the five classic 
staple colors which have been repeated 
from previous seasons, as well as the 
three colors chosen for men’s shoes. 





Encourages Cooperative Gardens 


AKRON, OHIO—Work on The B. F. 
Goodrich Company gardens for former 
employees and part-time workers was 
started April 1. It is estimated that 
750 men will be engaged this year in 
the vegetable growing project. The 
planting this year will be done on 133 
acres. 

The Goodrich plan anticipates that 
one day’s work a week for each worker 
over a 25-week period will give the 
participant and his family vegetable 
food for 36 weeks. 

Last year workers on the farm who 
took part in the activities regularly 
during the season received more than 
a ton of garden produce. 





New Polish Containers 


BuFFALO, N. Y.—Seamless, unbreak- 
able paper containers for shoe polishes, 
either in liquid or paste form, have been 
developed by F. N. Burt Co., Ltd., manu- 
facturers of paper boxes for the shoe 
trade. The new containers are rigid and 
inflexible with no joints. They are 
molded from a paper. pulp treated to 
proof it against evaporation, loss or ab- 
sorption and are being introduced to shoe 
polish manufacturers for use instead of 
either tin cans or glass bottles. They 
weigh about one-fifth as much as a glass 
container, the company reports. 
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PAT. LEATHER Stock 
Womens © 
A-B-C 2% -8 eis 
$1.25 A-B-C 11%-2 
$1.15 
— OWENS SHOE CO. — 
ems 445589 Essex St., Lynn, Mass. ummm 
TAP DANCING 
THEO SLIPPER 
Steck Ne. oon 


Patent Leath 
For Growing Girls 
o Vie 8-7 
Price $1.25 
BLOG SHOE CO., INC. 
147 Duane St., New York City 











% KENDALL'S P#OFEsIONAL 


IN-STOCK 
Style Ne. 138 












Pat. Lea. or 
Kid with 
Cleth Lining. 


$1.65 


"s Sizes, 3%-3 
Womens hos 
Misses’ 81: 11-3 
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% KENDALL SHOE COMPANY 
HAVERHILL, MASS. 
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Indiana Travelers in New Home 


The Indiana Shoe Travelers’ Associ- 
ation have just celebrated the opening 
of their new state headquarters in the 
Hotel Washington, Indianapolis. 

Charles L. Slipher, past president of 
the association who just returned 
from Los Angeles, California, de- 
scribed the recent earthquake dam- 
age at the luncheon session. 

Frank Brown, president, reported 
a membership campaign had _ been 
opened to increase the ranks to ap- 
proximately two hundred members. 

During the morning session, which 
was devoted to business matters, the 
president appointed the following 
chairmen of the various committees: 
F. A. Naegele, Entertainment; Homer 
Beals, Membership; C. A. Dean, Em- 
ployment; George Teunhauser, Fi- 
nance; O. L. Cooke, Legislative; Joe 












Transfer and 
Harry Greenfield, Sick; 
Wm. Risher, Educational; O. L. 
Cooke, National Travelers’ Insur- 
ance; A. F. McCord, Publicity; C. F. 
McNew, Sports; C. I. Slipher, Edi- 
tors’ Live Wire; F. A. Naegele, 
Homer Beals, E. C. Smeltzer and C. 
L. Slipher, Advisory Board; District 
Governors, Frank Freund, Evans- 
ville; P. E. Green, Ft. Wayne; Ed. 
Perrin, Terre Haute. 


Warrender, Baggage, 


Good Roads; 


Greenberg Opens Salesrooms 


Boston, MaAss.—Manufacturers and 
resident buyers in and about Boston 
displayed interest last week in the open- 
ing of the new display rooms of John 








JOHN GREENBERG 


| 
} 


three well-known lines, at 81 South 
Street, Boston, where Mr. Greenberg, 
as New England manager of the Carl 
E. Schmidt Co., Detroit, officiated for 
more than 20 years. 

Mr. Greenberg’s lines of leather, in- 
cluding the E. & J. Richardson Co., 
Ltd., of England; the Rapco Leather 
Co., South Milwaukee, and the products 
of Les Tanneries, France, have been 
presented here in an attractive manner, 
and his legion of friends in the trade 
turned out in large numbers to view 
the lines. 

The Richardson line includes a re- 
markable Scotch grain; the Rapco 
leathers featuring genuine Rapatan 
pig, genuine pig chrome tanned for 
shoes; and imported calf and kid from 
the Les Tanneries, Lyonnaises, France. 





Greenberg, special representative for | 
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Joe Abelson with Lucey 


Joe Abelson, well-known salesman 
and for years identified with the Cres. 
cent Shoe Co., is now handling the line 





JOE ABELSON 


of the John E. Lucey Shoe Co., Mid- 
dleboro, Mass., among volume buyers 
and group-buying units in the larger 
cities of the country, which he formerly 
contacted. 

Mr. Abelson is now calling on the 
trade for his new house, the makers of 
a popular priced line of men’s welts, 
being made in the factory formerly oc- 
cupied by Leonard, Shaw & Dean, Inc., 
Middleboro. The organization is headed 
by John E. Lucey, popular South 
Shore executive, who for years was a 
vital factor in the Joseph F. Corcoran 
Shoe Co., where he served as sales 
manager prior to the recent formation 
of his own company. 


Opens Detroit Sales Office 


Samuel Diamond is now representa- 
tive of the Harsh and Chapline Shoe 
Co. of Milwaukee in the eastern terri- 
tory of Michigan. He has opened 
offices at 9120 Twelfth Street, tele- 
phone number being Madison 7464. 
Diamond succeeds Nathan Watterston, 
formerly of the La Salle Boot Shop, as 
Harsh and Chapline man here. He was 
formerly local representative for the 
Degner Shoe Co. 


Store Changes Hands 


’ PAWTUCKET, R. I.—Philip Dubin and 
Benjamin Yaffe have assumed manage- 
ment of Dunbar’s Shoe Store, 1 Broad 
Street. 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Fashion Notes 


CuHIcaGO—Patent leathers are out- 

standing with the patrons of Wolock 

' and Bauer’s Michigan Avenue store, 

] says Lew Kohn. These are being sold 

in straps, oxfords and pumps. Blues 

continue good and so do greys. Per- 

forations are still considered smart 
here especially with sport shoes. 

O’Connor & Goldberg are showing 
a new two-tone sandal with short 
yvamps and two straps which they are 
advertising as “two straps that meet 
as one.” They come in gunmetal cire 
kid combined with grey suede or kid; 
tan calf with blonde suede; and in 
patent leather, blue kid and white 
buckskin. They are heavily perforated. 
They are selling for $10.50. 

Marshall Field & Co. are featuring 
“Paris Clocks” on ingrain chiffon 
hosiery for early Spring selling. Ac- 
cording to this house clocks are in high 
fashion right now. 

Patrons of the Fair are continuing 
to buy blues, says S. Katz. Contrary 
to expectations browns have been heavi- 
ly reordered also. 

At the Palmer House Boot Shop the 
week’s vanity feature displayed in the 
windows are theatrical pumps with 
three inch heels. These are shown in 
various leathers—patent leather and 
brown leather with both short vamp 
and medium. Vanity bows, selling for 
fifty cents are in leather, both black 
and white and combinations, and in 
many interesting ornaments of galalith 
in the same colors. These remind one 
much of the bits of ornaments so much 
used on hats a few seasons back. 

Everything is good at I. Miller’s 
reports Mr. Silverman, customers are 
calling for patent leather, brown, blue, 
grey, reptiles or what have you—that 
is anything but beige. This color 
hasn’t a foot to stand on with the trade 
of this house. 

Carson, Pirie, Scott & Co. are show- 
__ ing a lot of tucked blues in one of their 
' State Street windows. The tucks are 
alone or in combination with perfora- 
tions. Some patterns look much like 
the hand-tucked effects on blouses a 
few years back. Sometimes the tucks 
' cross each other; others are in diagonal 
' rows, alternating with perforations; or 
| the tucks make diamonds with a per- 
' foration in the center of each, which 
pricks out the pattern. Models shown 
are ties, pumps and oxfords. Some ties 
have grosgrain ribbons. Bright blue 
| bows are seen on some dark blue shoes. 
§ Several brown windows are conspicu- 
_ ous. This color which various retailers 
| ' say is having a very active come- 

back, is being featured at Hanan’s and 
F. E. Foster & Company’s. 























Johnson Bootery Sold 


OsacB, Ia.—R. G. Anderson has taken 
over the Johnson Bootery here and has 
ordered a new stock of shoes. The 
shop is in the same building as the 
jewelry store he also operates. 
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SUPER-FLEXIBILITY 


as the point where supporting 
rigidity stops ... and super-flexibility 
starts 


The foot from the ball back is a rigid struc- 
ture requiring a firm, stable treading surface 
and support. So 


CONSTANT COMFORT 
arch SHOES 


are made with a rigid steel shank capable of adequate arch sup- 
port for every woman . . . snug, nature-fitting heels . . . and 
arch-supporting, right and left moulded counters. 


From the ball forward—where the foot flexes—the super-flexi- 
bility of turn construction gives a supple comfort found in no 
other construction. By properly combining these simple prin- 
ciples of rigidity and flexibility, Constant Comfort arch 
Shoes give a superior comfort and shape retention _ 
which builds a steady and profitable repeat busi- 

ness among women who want style but 

must have comfort also. 























The past has proved that there is little 
profit in selling just shoes—and a real 
profit in selling sound foot-health and 
comfort features at a fair price. 
Constant Comfort arch Shoes have 
those necessary features and 
quality. 





IN-STOCK TO RETAIL 


No. "576: 2 IN-STOCK 
lack Kid—10/8 

°° $2.50 
No. 787- "G—-Brown  Kid—i4/a" heei—A'A an 


AULT 


WILLIAMSON 
SHOE CO. 


AUBURN, MAINE 
AAAAAAAAAAAA 


WRITE FOR 
IN - STOCK 
CATALOG 


TURN SHOES 
TO RETAIL 


$3 ana $4 
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A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 
MEET . 
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SALESMEN WANTED 





BUYER WANTED 


POSITION WANTED 











Quality 
CHILDREN’S LINE 


WELL organized Wisconsin manu- 

facturer of highest grade chil- 
dren's, misses’ and growing girls’ shoes 
is setting up a new sales organization 
for Fall. Wants men on liberal com- 
mission basis in following territories: 
South; Southwest; New York; Pennsyl- 
vania; Michigan; Ohio; Northwest; 
Iowa, Kansas, Missouri. Outstanding 
quality and styling; popular prices; 
many new features; sold in best stores; 
large in-stock department; advertising 
cooperation. A good opportunity for 
salesmen who can sell quality merchan- 
dise and who are able to finance them- 
selves from the start. Write fully. 


ADDRESS D-334, CARE 
BOOT AND SHOE RECORDER 
367 WEST ADAMS STREET 

CHICAGO, ILLINOIS 








Unusual opportunity: Large chain 
wants capable, experienced young man 
to buy and merchandise sundries and 
handbags in exclusive ladies’ shoe 
Store. ADDRESS D-336, CARE 

BOOT & SHOE RECORDER 

239 WEST 39th STREET 








NEW YORK, N. Y. 











FOR LEASE 


ROGRESSIVE Department Store will lease 
space either on first floor or basement, or 
both, for Shoe Department. Excellent window 
space available. Industrial city, 40,000. Draw- 











ing radius 100,000. ire or write Silver- 
man’s Department Store, New Kensington. 
Pennsylvania. 








LEATHER & NOVELTY 
HOUSE SLIPPERS 


Experienced salesmen who have es- 
tablished following, selling the vol- 
ume accounts in the Middle West and 
Pacific Coast Territory. Excellent op- 
portunity to connect with a well es- 
tablished manufacturer of men’s, 
ladies’ and children’s soft and semi- 
hard sole slippers. Commission basis. 


ADDRESS D-335, CARE BOOT & 
SHOE RECORDER, 239 WEST 39th 
STREET, NEW YORK, N. Y. 











S ALESMEN with established trade to sell 

short sideline of very low priced footwear now 
— big for men, women and children on 
strictly commission basis, state territories trav- 
elled and give references. Address D-328, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





FOR SALE at a bargain. Complete furnish- 
ings of a modern shoe store used three years. 
Walnut finish. Address W. inslow, 411 


Main Street, Evansville, Ind. 





FOR SALE—only exclusive shoe store in 

small Jersey town near New York City. 
Good location and cheap rent, with or without 
merchandise. Address D-343, care Boot and 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


PPORTUNITY can knock at your door 

even during a depression. Are you live 
enough to listen? The following facts can be 
proven. For Sale—A new store in business 
less than a year—Ill health only forces pro- 
prietor to sell—Store has covered expenses. 
Thirty-five miles from Greater New York. 
Town of 10,000 population—Drawing power ad- 
jacent towns more than local population—Most 
industries working in local and surrounding 
towns—Low rental. Address D-344, care Boot 
and Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


POSITION WANTED 


SHOE Manager, Buyer and Salesman. 20 
years’ experience, desires position with re- 
liable eretail concern. Can furnish good refer- 
ences. Will go anywhere. M. M. Triebitz, 692 
E. Parkway, Brooklyn. 














YOUNG, aggressive, retail manager, thor- 
oughly experienced in larger city buying, 
advertising and displaying women’s shoes—in- 
terested in new connection where creative mer- 
chandising and constructive personnel work is 
desired. Can furnish satisfactory references 
of past accomplishments. Address D-338, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, x. 


ORRESPONDENT-SECRETARY — experi. 

enced—had full charge national, personal 
service, mail order and retail shoe business. 
Vicinity New York. Address D-339, care Boot 
and Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








PROFIT 


is the life blood of industry. Accom- 
plishment and continuance of profit 
result only through control of prop- 
erly organized efforts. 
The sponsor of this advertisement, at 
present employed by and effecting 
substantial savings for one of the 
most reputable and highest grade shoe 
manufacturers, desires to broaden his 
activities and wishes to contact a man 
who wants to strengthen his financial 
condition. 
He does not want to change his pres- 
ent position unless he can convince 
a prospective employer of his ability 
to increase profits. Salary is not sec- 
ondary. Object is to make relations 
for mutual benefit with possible fu- 
ture opportunity of investment. 
ADDRESS D-337, CARE 
BOOT & SHOE RECORDER 
239 WEST 39th STREET 
NEW YORK, N. Y. 

















WANTED TO PURCHASE 


ANTED TO PURCHASE—ladies’ and 

men’s high grade factory damaged shoes. 
Have been in business 9 years. Can give Al 
references. Will contract for same if satisfac- 
tory and price right. Address D-342, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








Minimum charge 75 cents. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is ini 
$1.25. When a box number is desired twelve words should be added for the address. 
word of the address should be counted. 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
&®* Advertisements for this page must be in our New York office on Friday of the week preceding publication. ® 


7 cents per word. 


Minimum 
In all other cases each 
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LINE WANTED WANTED TO PURCHASE BUSINESS OPPORTUNITY 
Sey 4 eo oeageon H Buyers of Surplus Stocks 


trade in New York City and vicinity. Have 

large following here and throughout country. 

Iwenty years of experience. Have office in 
New York. Best of references. Address 

1)-340, care Boot and Shoe Recorder, 239 West 
oth Street, New York, N. Y. 





Le INE WANTED — now ttraveling Texas, 
Louisiana and Oklahoma; have good list of 
live accounts sold past ninety days, catering to 


yolume buyers. Address D-341, care Boot and 
Shoe Recorder, 239 West 39th Street, New 
York, N. ¥. 








BUSINESS OPPORTUNITY 








SHOE FACTORY FOR SALE 


A prominent shoe manufacturer offers for 
sale an up-to-date shoe manufacturing estab- 
lishment, fully equipped, located in Middle 
West. 

An unusual opportunity for either a capable 
sales manager or factory superintendent or 
both. 

All correspondence kept in strict confidence. 


Address D329, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 











White Bows for Black Patent 


BostoN—Bows of white adorn pumps 
of black patent leather in one of 
Boston’s leading stores. Some of these 
pumps have white linings, and some 
have linings of high hues. 





We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 


KIRSCH - BLACHER CO., Inc 


590 Broadway New York 
Phone Canal 6-4298 and 4299 











Harry McLaughlin 
Progressing Slowly 


CINCINNATI, OHIO—Harry Mc- 
Laughlin, president of the Potter Shoe 
Co., is progressing slowly with his re- 
cent illness. He is allowed to go for 
but half-hour rides every other day. 


Fred Collander Made Manager 


JAMESTOWN, N. Y.—Fred Collander, 
formerly with the C. J. Anderson Co., 
shoe store, has been appointed man- 
ager of Allen’s Shoe Shop which has 
been opened at 119 North Main street. 
The new store presents an attractive 
appearance with modern equipment 
and conveniences. Popular priced lines 
will be featured. Vern Turner, for- 
merly manager of the Lofgreen Shoe 
Store, has been appointed assistant 
manager of the new store and E. L. 
Johnson is a member of the sales staff. 





YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can gg to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 





Distinct After-Easter Styles 


Des MOoINEs, IA.—White shoes in the 
punched types on the one hand, and 
moccasin type white sports shoes on 
the other, were named by A. L. Bram- 
son, manager of the Arant Shoe Co., 
as leaders in the after-Easter busi- 
ness. 

Sports shoes as a whole are _ re- 
ceiving a play in the early customer 
buying, and Des Moines shoe dealers 
are following the national trend in 
staging a unified advertising campaign 
the first week in May to capitalize on 
this demand. A plain white elk moc- 
casin type shoe, available also in 2- 
tone tan and brown is one of the most 
promising in the experience of Mr. 
Bramson. 

Summer sandals used both for street 
and for sports are showing early popu- 
larity in all white or in white combined 
with blue or green. 











USE THE 


TRADE NAME. 


239 WEST 39th ST. 








BOOT anD SHOE RECORDER 


TRADE MARK SERVICE 


A COMPLETE LIST OF THE TRADE 
NAMES OF THE SHOE, LEATHER 
AND ALLIED INDUSTRIES IS ON 
FILE AT THIS OFFICE FOR THE 
CONVENIENCE OF RETAILERS 
WHO MAY BE LOOKING FOR THE 
MANUFACTURER OF A CERTAIN 


BOOT ano SHOE RECORDER 
TRADE MARK SERVICE 


NEW YORK, N. Y. 
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Ask for 
. SPECIAL 
FLAT RATE 
for SHOE MEN 




















TAFT 


Sf NEW YORK 





..-stay at The TAFT 


At Times Square's largest hotel, 
you're in the center of everything. 
A strategic location for business 
and sightseeing. Unexcelled con- 
venience and comfort. 2000 mod- 
ern, airy rooms. 

ALFRED LEWIS, Manager 


HOTEL Tune in on George Hall's Taft 


Orchestra, Columbia Network 








Seventh Avenue at 50th Street 
BING & BING MANAGEMENT 
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Aalt-Williamson Shoe Co., Auburn, Me... 


BOOTS AND SHOES 


Bass, G. H., & Co., Wilton, Me. 
Blog Shoe Co., Inc., New York City 


Cambridge Rubber Co., Cambridge, Mass.. 

Chase, W. 8., & Sons, Haverhill, Mass... 58 

Clapp, Edwin & Sons, Inc., E. Weymouth, 
Mass. 56 


Colt-Cromwell Co., New York City 
ay J. M., Shoe Co., South Braintree, P 
8 


Seam. Bliss & Perry Co., Newburyport, ae 


Ebberts, John, Shoe Co., Buffalo, N. Y... 56 


Edwards, J., & Co., Philadelphia, Pa. 
Back Cover 


Ephrata Shoe Co., Ephrata, Pa 
Excelsior Shoe Co., Portsmouth, O 


Florsheim Shoe Co., Chicago, II] 
Friedman-Shelby Shoe Co., St. Louis, Mo... 1 


Herbst Shoe Mfg. Co., Milwaukee, Wis... 60 
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Menihan Co., The, Rochester, N. Y. 
“— Day’s Ideal Baby Shoe Co., Danvers, 
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Nettleton, A. E., Syracuse, N. Y. 


Nunn, Bush & Weldon Shoe Co., Mil- 
waukee, Wis 


Old Colony Shoe Co., Brockton, Mass..... 56 
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Roberts, Johnson & Rand, St. Louis, > 
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Tupper Slipper Co., Brooklyn, N. Y 
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ae Hide & Leather Co., Boston, Mass. . 
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Hubschman, E., & Sons., Philadelphia, Pa. 
2nd Cover 


Levor, G., & Co., Inc., Gloversville, N. Y...2-3 
Lima Cord Sole & Heel Co., Lima, O..... 25 


New Castle Leather Co., New York City.. 47 


Northwestern Leather Co., Trust, Boston, 
PEBGB. cc ccccccccesesccvceecoscseecoses 30-31 
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Everett & Barron, Providence, R. I 

Mears, Fred W., Heel Co., Boston, Mass... 48 

Sbicca Method Shoes, Inc., Boston, Mass. 8 
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Marbridge Bldg., New York City 
Stephenson Laboratory, Boston, Mass..... 67 





Oppose 30 Hour Week 


BROCKTON, 
adoption of a five-day, eight-hour week, 
rather than the proposed 30-hour week, 
South Shore manufacturers are unani- 


mous in their opposition to the bill now 7 


being considered in Congress. 
The Brockton Shoe Manufacturers’ 


Association, in a wire to Bay State © 
representatives at the Capitol in favor- © 


ing the five-day week, also ask that re- 


strictions applying to home-made goods : 


should also apply to goods of foreign 
manufacture. 


OBITUARY 
Scott C. Eckis 


CANTON, OHIO—Scott C. Eckis, 68, 
widely known shoe merchant, died sud- 
denly while attending church, Sunday, 








April 9. Death was due to a heart at- © 
tack. Mr. Eckis was born in Mahoning © 


County, and moved to Canton 56 years 


ago. For many years he was engaged 4 
in the retail shoe business with his © 
brother. He retired from that business | 


several years ago. Survivors include 
his widow, a daughter and one son. 


Veteran Shoe Merchant 


WILLIMANTIC, CONN.—High up in 
the roster of claimants for deanship in 
the retail shoe trade must be inscribed 
the name of William N. Potter, pro- 
prietor of the shoe store bearing his 
name at 2 Union Street, this city. Mr. 
Potter observed his eighty-seventh 
birthday on April 10, and on May 1 
will have been engaged in the retail 
shoe business here 63 years. The Potter 
store has been located at its present 
address for the past 46 years. 


George W. Moholland 


Worcester, Mass.—George W. Mo- 
holland, 55, vice-president of the Nel: 
son-Manning Shoe Co. of Worcester, 
died of a heart attack on the strect 
near his home in Medford, Mass., Sat- 
urday, April 15. He had been con- 
nected with the Worcester concern for 
20 years, continuing his work on the 
road until his death. 

He was a member of several Ma- 
sonic orders and the I.0.0.F. He is 
survived by his mother, two sons and 
one daughter. 





When writing advertisers please mention Boot and Shoe Recorder 


A BuyiNG GUIDE TC} 
OUR ADVERTISERY | 
IN THI 


Mass. — Advocating the 4 








68, 
1d- 


ay, fi 
at | 
ng @ 
irs 
ed & 
is § 


SS 
de 


Boot AND SHOE RECORDER 


COST NO MORE THAN 

THEY NEED TO — TO 

BE THE FINE SHOES 
THEY ARE 
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“TO BRING TO PERFECTION” 


HAT unexcelled fit as found in Pedigo shoes is 

the result of meticulous accuracy in the skillful 
co-ordination of pattern drafting to the wood place- 
ment of each individual last. That prideful feature 
for shape-retaining is achieved and made perma- 
nent through an exclusive processing system of 
humidifying and drying, used by no other shoe 
manufacturer. 


This “ripening” process literally brings to perfec- 
tion the combination of top-notch materials, skilled 
craftsmanship and authentic styling that goes to 
make up the excellence of quality, beauty and fit 
of Pedigo shoes. 


You can stake your reputation for unswervingly 
high quality footwear on Pedigo shoes. Your cus- 
tomers are quick to realize that the Pedigo trade- 
mark “centers the spot” where purse and pres- 
tige meet. 






Pedigo -lake Shoe (. 


SAINT LOUIS, MISSOURI 


Distinctively Fine Footwear for Women 
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THE PREFERENCE FOR 
COLONIAL COLORED 
PATENT 


results from perfection of working and wearing qualities coupled 
with ability to produce the most fashionable shades. We are 
specialists in the tanning of patent leather, and our singleness 
of purpose is reflected in our high quality. Colonial Patent is 
available in all authentic colors—as well as black. 


THE COLORS IN DEMAND ARE 
COLONIAL No. 99 COLONIAL SILK No. 7 
Mascara Brown Gun Grey 
COLONIAL GUNMETAL PATENT 
COLONIAL No. 113 COLONIAL No. 54 
Blue Faun Brown 


COLONIAL 


} 
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Merchandise that makes 


MONEY! 


VEN department stores are finding it profitable to stock and 
feature merchandise advertised in The American Weekly. 


They have learned by experience that this Mighty Magazine 
MOVES goods from the retail shelf with greater force than any 
other national medium an advertiser can employ. 


The American Weekly has the world’s greatest circulation, 
and guides more than 5,000,000 families throughout the nation 
in their choice of merchandise. 


As one prominent retailer said: “It’s a virtual guarantee 
of faster turnover and 
greater profits to feature 
goods advertised in The 
American Weekly.” 





What is The American Weekly? 


The American Weekly is the largest magazine 
in the world. It is distributed through 17 great 
Sunday Newspapers. In 558 of America’s 995 
towns and cities of 10,000 population and over, 
The American Weekly concentrates 70% of its 
circulation. 


In each of 136 cities, it reaches one out of 
every two families 

In 105 more cities, 40 to 50% of the families 

In an additional 153 cities, 30 to 

In another 164 cities, 20 to 30% 


. ». and, in addition, more than 1,750,000 fami- 
lies in thousands of other communities, large 
and small, regularly buy and read The American 








Would you like to receive a copy? 
Write to The American Weekly, 
959 Eighth Ave., New York City. 
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BROL 
Ra 
S08 
807 
S088 
S09 
? 
Long after the price factor is forgotten by your 
customer, the thought of how the leather wore will in 


determine action on another purchase. There is 
the same difference in leather texture, hardness, 
softness, grain, finish and wear, as you probably 
note in various details of shoemaking. This is es- 
pecially true of sole leather. How important it is 

then, that you give the utmost consideration to the a 
kind of sole leather used for your shoes. 


KISTLER “BENCH BRAND” 
SOLE LEATHER 


“‘The Finest American Tannage’”’ 


is beyond all question, most dependable. It will im- 
pose no hardship on you in selling sport, dress or 
heavy-duty shoes at popular prices. As a matter of 
fact your wanted-profit is very much more likely 
to be obtained repeatedly if you favor this brand 
when making your footwear purchases. The names 
of shoe manufacturers using “BENCH BRAND” Sole 
Leather will be sent to all jobbers and retailers re- 


ten chek cae 0. tte questing them. 


of leather. The part used for 
KISTLER “BENCH BRAND” 
SOLES is about 13% of the BP 


whole side. 
3 K 


KISTLE LEATHER COMPANY 
, BOSTON:MASS: sf 
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SOS8 Black Kid 6 eyelet tie 

S079 Brown Kid 6 eyelet tie 
SOS88 White Kid 6 eyelet tie 

S004 Rueping’s Tan Kin Kin 

6 eyelet tie, brass eyelets, Moccasin Vamp. 


MUSEBECK 
No. 86 


AAAA-EE 
SOSG Black Kid 6 eyelet tie 
S087 Brown Kid 6 eyelet tie 


v OFF 
ani NO. 88 


AAAA-EEE 
S078 Black Kid Blu. Ox. ............. $4.85 
$074 Black Kid Bal. Ox. 


TEALTH SPOT 


IN MUSEBECK 
SHOE CONSTRUCTION 


FOR MEN AND WOMEN 


THE HEALTH SPOT in Musebeck FOOT-so-PORT Shoes is 
the tangible result of a lifetime of endeavor in Foot-Health 
research. 


It is the spot denoting the success of a hitherto questioned 
possibility—that of POSITIVE Foot-Health assurance. 


It is the nucleus around which has been built a nationally 
famous Health Shoe reputation. 


Copyrightcd 1933 


Inside the shoe—at the point where the Health Spot trade- 
mark is placed—is the secret of Musebeck FOOT-so-PORT Shoe 
construction. 


This high point on the inside of the shoe definitely holds any 
weak foot in normal position without the aid of any foot 
appliances. 


When the foot is not properly supported at this point, the 
bone structure of the foot is allowed to collapse, cramping 
nerves and blood vessels and throwing the whole body out 
of line. 


Finally, adhesions form around joints causing rigid joints, 
which, through reflex action, result in many body ailments, 
such as Postural Defects, Rheumatic Pains, Sciatica, and 
Arthritis. 


MUSEBECK 
FOOT-so-PORT 


Our 4PMP is helping many dealers to find the way to STEADY 
and PROFITABLE business through an exclusive FOOT-so- 
PORT agency. Write for illustrated catalogue. 


MUSEBECK SHOE 


Danville Illinois 
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WHITE. cy 
for 


A big white shoe season 
is in prospect. 


<> Diamond Brand Fast 
Color Eyelets with roll 
setting are the finest shoe 
eyelets made. 


UNITED FAST COLOR EYELET COMPANY 


BOSTON, MASSACHUSETTS 
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TRED-LITE 
OXFORD 


CAMCO STYLE SENSE 
is the profit factor? 


Women buy Camco originality and distinctiveness of 
design. Last year over one million pairs proved Camco 
style rightness. This year advance sales indicate that 
dealers will sell more Camcos than ever before—over a 
million and a half pairs—a gross retail profit of over half 
a million dollars. 


The quality and serviceability of this line are as right as 
Camco styling. There are original patterns featuring 


MANY 
DESIGNS 
MODERATELY PRICED 


TO RETAIL 


flame overlays and reinforcing mesh underlay designs 

. . oxfords and straps . . . leather or crepe soles .. . 
high or low heels . . . exclusive WASHABLE VULTEX 
(patented) PROCESSED MESH that WEARS . . . special 
welt construction originated by Camco . . . perfect fit- 
ting lasts . . . season’s accepted colors. 


write or wire now for samples 
and don’t forget Sneex! 


CAMBRIDCE 
RUBBER COMPANY 


Leather Shoe Division 
General Offices and Factories 
CAMBRIDGE, MASS. 


NEW YORK 


PVLILET 1) By, 


BOSTON 
600 ATLANTIC AVE. 
AND LEADING WHOLESALERS 


CHICAGO 


When writing advertisers please 


Fuser CoV 


To show them 
is to sell them! 


CAMBRIDGE yey RUBBER CO 


STYLE ORIGINALS 
GAY 
AIRY 
WASHABLE 
PERFECT FITTING 


STYLE SENSE THAT GETS 
THE DEALER HIS PROFIT 


- 
“ 
* 
+ 
G 
« 
* 


gaunt 


TREDLITE 
LACE-TO-TOE 


AVIATRIX 
OXFORD 


125 DUANE ST. 317 W. MONROE ST. 
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5989 White Split, White side saddle, McKay, $4.45 
15/8 Cuban Heel, A to C, 3 to 8 





59892 white Cabretta, McKay, 17/8 Conti- 


$0.00 
nental Heel, AA to C, 3 to 8 


Peters White Shoes 
Bring Quick Profits! 


They sell faster because they have 
STYLE— QUALITY and FIT 


These are the materials: 


*Kidskin Mesh Cloth ®Cabretta 
® Buckskin ® Pigskin ® Split Leathers 
ALL STYLES IN STOCK 


Ready for Immediate Shipment 


©THE NEW “SUMMER STYLES” CATALOG 
IS JUST OFF THE PRESS... SEND FOR IT 


BRANCH oF 


Mnlimulional SAce Cu: 


ST.LOUIS 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, May 6, 1933 


a 
mmeor! 


ETERS successfully covers the White Shoe 
field with all the wanted styles to sell at 
just the right prices .. . and they are all IN 
STOCK. Have these fast selling styles... cash 


in on the biggest WHITE 


season you ever had. 


page $B.00 os LS 


San ao 2 Se 





7357 White Kid, McKay, 17/8 Continental $0.50 
Heel, AAA to C, 3 to 9 





5452 White Kid, Interseal Process, 19/8 Louis .¢ 3.00 
Heel, AAA to C, 3 to 9 
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